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The DODGE 

Aluminum 

Awning Window 
is 


v factory assembled 


7 factory adjusted 
v factory glazed 





Takes no technician to install the Dodge 
Window. It’s ready for framing right from 
the carton. Once in, this durable, 
weather-tight window will make the 
opening as secure as the wall. Permanent, 
beautiful and precisely engineered, Dodge 
is the ideal awning window. 


Dodge WIRE CORPORATION 


249 Spring Street, S.W., Atlanta, Georgia . JAckson 5-4514 


Manufacturers of aluminum screen cloth, frame and tension screens, awning windows and jalousies 


Manufacturing Plants: Atlanta, Georgia e Covington, Georgia 
Warehouses: Atlanta,Ga. e Charlotte, N.C. 


Please send full information and prices on the 
Dedge Aluminum Awning Window [_] Dodge 
Jalousies [] Dodge Aluminum Frame and Tension 
Screens [|] Dodge Aluminum Screen Cloth [ ] 
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weatherstrip is 


with a “plus’”’ 


MetaLane Weatherstrip never ioses its weathertight 
efficiency, never needs upkeep or replacement 


In addition to anodizing the alloyed alumi- 
num from which MetaLane® is made, 
Monarch adds other exclusive processes 
which insure its durability, beauty and effi- 
ciency for the life of doors and windows on 
which it is installed. 

MetaLane’s hard, smooth, silvery surface, 
with a sealed-in permanent lubricant, is vir- 
tually impervious to corrosion and pitting by 
air-borne chemicals. Its friction-free surface 


MONARCH METAL WEATHERSTRIP CORP. 


prevents windows from sticking and binding. 
It cannot discolor surrounding masonry and 
painted millwork—and it remains wearfree 
even under continued operation. 

Although cost is no higher, no other weather- 
strip can match the value of MetaLane, nor 
the continuous protection it gives against 
cold, dust and dampness. Insist the window 
and door units you handle are equipped with 
MetaLane weatherstrip. 


6343 ETZEL AVE. ¢ ST. LOUIS 14, MO. 


For more details on above items, use Coupon on Page 34 1 














controlled fi 





product of 
CLAY PIPE 


research 






gives you 
UNIFORM 
STRENGTH | 








CONTROLLED FIRING .. . is a factor behind the 
uniformity of Vitrified Clay Pipe — whether it’s one 
length, or a million. Electronic instruments correctly 
balance Clay Pipe firing time and temperature. This 
modern technology, harnessed to govern manufac- 
turing processes, improves Clay Pipe’s basic quality. 
Clay is chemically inert, completely unaffected by cor- 
rosion or the chemical wastes of modern industry. It’s the 
best pipe for your sewerage or drainage projects. 


SPECIFY 


OCONEE 


CLAY PRODUCTS CO. 
Milledgeville, Ga. 
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Associations serving Building Supply Dealers in the 18 Southern and 
Southwestern states — and served by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: William Kroh, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 
8283. President: Reed Gammill, Camden, Ark. 


Building Material Merchants of Georgia — 610 Glenn Building, 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Herbert G. Drews. President: E. H. Cham- 
bers, Gainesville, Ga. 


Carolina Lumber and Building Supply Association — | 14 Build- 
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Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: H. Gray 
Eckles, St. Petersburg, Fla. 


Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van 
Fange. Tel. 4607. President: Fred Wilbur, Salina, Kan. 


Kentucky Retail Lumber Dealers Association — Marion Na- 
tional Bank Building, Lebanon, Ky. Exec. Vice-President: Donald 
A. Campbell. Tel. 72. President: T. W. Yunt, Louisville, Ky. 


Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Exec. Vice-President: R. Needham 
Ball. Tel. 2-4080. President: Robert L. Hamilton, Baton Rouge, 
La. 


Lumbermen’s Association of Texas — 304 First Federal Savings 
Bidg., Austin 1, Tex. Executive Vice-President: Gene Ebersole. 


Tel. GReenwood 2-1194. President: Gene Klein, Amarillo, Tex. 


Middle Atlantic Lumbermen’s Association — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Director: 
Robert A. Jones. Tel. PEnnypacker 5-5377. President: Frank 
M. Hankins Jr., Bridgeton, N. J. 


Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: A. S. Gilbert 
Jr., Yazoo City, Misss 


National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N. W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 6757. President: 
J. C. O'Malley, Phoenix, Arizona. 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. 7-0338. President: R. E. Fraley, Ardmore, Okla. 


Southwestern Lumbermen’s Association — 512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Kenneth 
Milliken. Tel. Victor 2265. President: J. W. Dutton, Ponca 
City, Okla. 


Tennessee Building Material Association — 711 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee. 
Tel. 2-0185. President: Harvey Foskett, Gallatin, Tenn. 


Virginia Building Material Association — 3305 Monument Ave- 
nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: R. B. Johnson, West Point, Va. 


West Virginia Lumber and Builders Supply Dealers Association 
— P. O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Harold Eddy, Clarksburg, W. Va. 
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"BETTER WAY’ 
Shared by Dealers 








Good Use of Street-side Offset 


Owners of the Long-Wall Company, building supply 
and hardware dealers in York, Alabama, have ap- 
propriated an inexpensive ‘billboard’ and outdoor 
showcase on a wall of their building. It makes an 
| “LL” with the side of their store — right at the side 


FULL JAMB | and “office” entrance. 


ALCOA 
a 


WEATHERSTRIP SWE 0 


STATES 


and BALANCE ZG em oe 


No. 650 









Here is full jamb 

coverage mitered on 
14° sill pitch. A 
flexible base gives | 





As seen in the picture, this dealer has mounted 


continuous air seal, | the colorful brand-name signs of material manufac- 
self-adjusting to | turers on this wall. Pedestrians and motorists com- 

f t h | ing down the side street quickly see the advertised 
Cee Te ae | brands they can buy here — USG, Bird, Alcoa, Celo- 


contraction and | tex, Ruberoid, and Lowe Bros. 

Our S-B-S photographer caught George Williams 
demonstrating an aluminum awning window to a 

Cushion flanges | prospect on the Ualco multiple display unit. It was 


expansion. 


— backed up by rolls of five different kinds of metal 
eee See fencing — ready to go! 
adjustment. 
Mobile Storage Rack for Screening 
Send for Catalog 57] | Designed and made in their own shop for just $20, 


as SELF-ADJUSTING 
SPRING COVER 
Sash Cannot Bind or Stick 
2. BEADED COVER 
Smooth operation in 
open grained sash—No snagging 
~ NOISELESS 
Springs flocked 
for sound proofing—silent, 
easy window operation 
4. VARIABLE TENSION ROD 
BALANCED SASH—Normal 


installation requires no additional 


this rack keeps all sizes and types of insect screening 





adjustment 
. FLOATING 
. SASH HANGER BUILT-IN-STOP 
No Additional Nailing No Nailing 


SOUTHERN METAL PRODUCTS CORP 


921 RAYNOR © PHONE BR 6-5491 © MEMPHIS,.TENN. 
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together in tiptop shape for the Devlin Lumber and 
Supply Corp. in Bethesda, Maryland. 

This rack is mounted on 2” casters so it can be 
rolled right up to the customer — or wherever need- 
ed in store, shop, or warehouse. It is easy to manip- 
ulate, and cuts out stooping, lifting, and loss of time. 

The screen-wire rack holds six rolls of different 
sizes or mesh on each side — 12 in all. It stands 5’3” 
high and has a base of 23” tapering to 9” at the top. 

The end panels are notched at 10” intervals for 
the 1” wood rollers. The wire screen can be measured 
and cut on the stand, eliminating the need to find 
a flat place for cutting the screen. 


Combined Efforts Achieve Goal Fast 


Community spirit often means many things to many 
people. And to the Mississippi Lumber Company of 
Vicksburg, it recently meant the expending of valiant 
efforts on the part of owner R. F. Evans Sr. and his 
crew of 14 employees to achieve specified goals in the 
local United Fund campaign. 

Proving that worthy, unselfish effort is often 
crowned with success, the firm not only hit the 100- 
per-cent participation mark, but was first company in 
the Warren County Merchants Division to reach its 
goal. The company and employees’ feat was honored 
with a four-column picture and story in the local 
newspaper. 


An A-to-Z Advertising Method 





The LeCrosse Lumber The La Crosse Lumber 
Alphabet | ALPHABET 
C.. . is for — | FE *. for--- 


Ry cuROME HARDY nat 


SEE US FOR BUILDING NEEDS 





SEE US FOR ALL BUILDING NEEDS 

















La Crosse LA CROSSE 
LUMBER CO. : LUMBER CO. 
408 Broadway Since 1873 GI2-6101 408 Broadway Since 1873 Ph. GI 2-6101 
Challenging — not only to potential reader-custo- 


mers, but to the copy-writer as well — was the word 
for this eye-catching series of “alphabet ads,” re- 
cently conceived and brought forth by the La Crosse 
Lumber Company of Columbia, Missouri, in the 
Columbia Daily Tribune. 

Running on a weekly schedule, the “A-to-Z” ads, 
two columns wide and five inches deep, were limited 
to the firm’s Columbia operation. The results, accord- 
ing to Manager Robert N. Suther, were surprisingly 
satisfactory, with “‘public reaction more than justify- 
ing the costs.” 

The tenor of the series lent itself effectively to 
three copy objectives: (1) mentioning seldom- 
thought-of building supplies through use of the 26- 
lettered alphabet; (2) to urging customers to patron- 
ize the firm for all building needs; and (3) acknowl- 
edging the fact that the firm had been on the business 
scene for 84 years. 
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the best screen 
to handle is 


MEIMISItONN-(]:]¢10 


BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


FOR DOUBLE-HUNG WOOD WINDOWS 





MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION-tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle. 


‘YOUR CUSTOMERS LIKE IT! 


Bl 


International Trade Mart * New Orleans 10, La. 
TUlane 7186 





6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


For more details on above items, use Coupon on Page 34 5 

















SUPPLY and DEMAND 





Homebuilding Upturn 
in ‘58 Seen by Dodge 


A gain of 8% in residential 
building contracts next year is 
expected to join a rise in con- 
tracts for government - owned 
facilities to more than _ offset 
prospective declines in industrial 
and commercial building. Con- 
sequently, the F. W. Dodge Corp. 
estimates that construction con- 
tracts throughout the nation in 
1958 will total $33,830,000,000 — 
a gain of 5% over the expected 
1957 level. 

However, much of the dollar- 
volume increase in contracts is 
expected to result from higher 
construction costs, rather than 
additional physical volume. Con- 
tracts for non-residential build- 
ings in 1958 are expected to ex- 
ceed slightly the ’57 volume. 

Dodge forecasts an increase of 
6% in non-farm dwelling starts 
next year over this year’s antici- 
pated starts. This would make 
next year’s housing starts total 
1,075,000. Total floor area is apt 
to increase only 5%. 

After studying dealer interest 
in home modernization at the 
NRLDA exposition last month in 
Philadelphia, and after weighing 
all economic and market factors, 
the former director of Operation 
Home Improvement, John R. 
Doscher of New York City, “feels 
that the remodeling market in ’58 
will exceed $18 billions, because 
building material dealers are now 
seriously intent on getting their 
share of this business.” 

For the 10 months through Oc- 
tober, F. W. Dodge reported that 
contracts for future construction 
in the nation were 2% ahead of 
that part of 1957. Residential con- 
struction contracts were up 1%. 


Retail Sales Perk Up 


After trailing last year’s vol- 
ume as much as 10% earlier in 
the year, retail sales by lumber 
and building material dealers 
throughout the nation for the first 
nine months of ’57 were just 6% 
below the 1956 level. September 
sales by such dealers were 1% 
down from last year. 


6 


At the same time, all retail 
sales in the nation were up 5% 
for September and 6% above last 
year’s mark. 

The NRLDA survey of retail 
lumber sales showed volume up 
1.5% over September ’56, and up 
0.5% over August. Retail lumber 
stocks were down 3.4% from the 
October 1 ’56 level. Regions show- 
ing September ’57 sales ahead of 
last year were West South Cen- 
tral, 23.7%; Pacific, 21.4%; Moun- 
tain, 8.5%; and South Atlantic, 
0.9%. 


New Molding Manual 


Published jointly by the West- 
ern Pine Assn. and the West Coast 
Lumbermen’s Assn., a new book 
on “WP Series Western Moulding 
Patterns” is available for 25 cents 
a copy. It includes West Coast 
and Western Pine molding grad- 
ing rules and shows some 500 
molding patterns with dimensions, 
pattern No., and best uses. 


Southern Cities Ahead 
in New Home Building 


All four cities reporting more 
housing starts during the first 
half of ’57 compared with last 
year are in the South and South- 
west, a study of the 24 selected 
metropolitan areas by the U. S. 
Department of Commerce shows. 

The line-up: Baltimore, 24%; 
Phoenix, Ariz., 23%; Miami, Fla., 
12%; and Birmingham, Ala., 2%. 
Starts in the Atlanta area were 
off 23% for six months, and Nor- 
folk-Portsmouth, Va., showed a 
49% drop. 

For the 12 months ending in 
September, building construction 
costs in the nation climbed an- 
other 3%. Construction costs in 
the Southeastern and South Cen- 
tral states were up only 2%, with 
material prices remaining the 
same. Building costs in the Mis- 
sissippi River and West Central 
states were up the national aver- 
age of 3%. 


West Coast Lumbermen to Spend More 
to Step Up Demand for New Homes 


“OUR WEST COAST lumber in- 
dustry has had a tough and rug- 
ged year,’ according to H. V. 
Simpson, executive vice-president 
of the West Coast Lumbermen’s 
Assn. “Volume this year slipped 
below the lows of 1956 and prices 
have been the lowest in years. 

“There is a general feeling that 
the bottom has been reached and 
that spring building will spark a 
pick-up in lumber demand. The 
long-range picture is good with 
increasing new families after 1960 
calling for a much higher level 
of new home construction. But, 
it is the immediate future which 
holds the attention of sales man- 
agers and mill owners. 

“There is restrained optimism 
running through the West Coast 
industry, stimulated by the gen- 
eral belief that the lumber busi- 
ness will show some recovery in 
1958. Mortgage bankers indicate 
more money will be available for 
home construction. 

“To increase demand for West 


Coast lumber in 1958, our asso- 
ciation members voted a dues in- 
crease to pay for a stepped-up 
advertising and promotion pro- 
gram. 

“Lumber customers will see in 
the nation’s leading shelter mag- 
azines a new type of full-color 
and full-page advertising. The 
theme of our new WCLA cam- 
paign is ‘Live Better in a Home 
of Your Own.’ 

“Our newest publication, in our 
typical full-color reproduction, is 
entitled, ‘How You Can Own a 
Home of Your Own.’ This tells 
the prospective home-owner all 
the steps in home ownership from 
the first step in saving to the final 
act of signing the deed. We be- 
lieve this is a practical approach 
to home merchandising — because 
the homebuilding industry is com- 
peting for the consumer dollar 
with all other types of consumer 
goods, such as automobiles, tele- 
vision, all manner of electric gad- 
gets.” ; 
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PERSONALLY, | 
NEVER SET FOOT 
ON A ROOF 
UNLESS IT'S A 


GARDNERS! 




















Discriminating Santas Prefer Gardner’s, 10 to 1 


MERRY CHRISTMAS 


from 


GARDNER ASPHALT PRODUCTS CO. 


P. 0. BOX 5775 TAMPA 5, FLA. 
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TOP NEWS 


For Dealers, Wholesalers and Manufacturers 





NLMA to Set Wood-Promotion Torch; 
Alabama's McGowin Heads Producers 


N. FLOYD McGOWIN of Chap- 
man, Ala., recently was elected 
president of the National Lumber 
Manufacturers Assn. at its annual 
meeting in Washington, D. C. 

Chosen as first vice-president 
was Robert M. Ingram of Aber- 
deen, Wash. New regional vice- 
presidents of NLMA are Q. T. 
Hardtner Jr. of Urania, La.; Edwin 
R. Thomas of St. Louis, Mo.; and 
A. B. Hood of Anderson, Calif. 

Highlights of the NLMA session 
included the approval by directors 
of an appropriation of $25,000 to 
lay groundwork for a_ national 
lumber merchandising program, a 
dues increase, and a call for pro- 
gressive tax reduction. 

The dues increase, designed to 
strengthen NLMA operations, ap- 
plies to the funds received by 
NLMA from its 16 regional asso- 
ciations. Before the increase be- 
comes effective, it must be ap- 


DONALD H. BRECKENRIDGE has 

been named Southeastern sales man- 

ager in the tri-state area of South 

Carolina, Georgia, and Florida, for 

the C. Hager & Sons Hinge Manu- 
facturing Co. 


proved by these regional groups. 
Regional action is expected to be 
completed before NLMA’s 1958 
spring meeting, May 25-28, in 
Santa Barbara, Calif. 

The increase would amount to 
one cent per 1,000 board feet of 
lumber shipped by members of 
the regional associations. It would 
boost the national association’s 
total dues to five cents per 1,000 
board feet. 

The $25,000 provided in con- 
nection with a national merchan- 
dising program for lumber and 
wood products will be used to 
develop a full-scale, detailed plan 
of action, designed to gain the 
financial support of NLMA’s re- 
gional associations. 

This will include the prepara- 
tion of sample merchandising-ad- 
vertising material, and a blueprint 
of how NLMA merchandising ef- 
forts would tie in with, but not 
duplicate, regional activities. 

In other actions, NLMA direc- 
tors: 

1. Approved NLMA participa- 
tion in activities of the Home 
Improvement Council, successor 
to Operation Home Improvement. 

2. Authorized the association to 
sponsor a 1958 NLMA-Farm Jour- 
nal farm improvement contest 
with $10,000 in cash prizes. 

3. Called on the Forest Indus- 
tries Council to establish a Na- 
tional Forest Pest Action Com- 
mittee to advise public and pri- 
vate agencies on current forest 
insect and disease problems, and 
to help coordinate public-private 
programs in this field. 

4. Urged Congress to approve 
legislation providing for a study 
and re-alignment of the Federal- 
state-private land ownership pat- 
tern. Specifically, the association 
endorsed a bill by Senator Long 
(D) La. 

5. Endorsed the holding of a 
World Forestry Congress in the 
U. S. in 1960, but called for a 
ban on representatives from Russia 
and other Communist nations. 


CHARLES S. GARDINER JR. of Dar- 
lington, S. C., is the new Southeastern 
sales representative for the Roseburg 
Lumber Co. of Roseburg, Ore. Gardi- 
ner was manager of the Diamond Hill 
Lumber Co. for eight years after two 
years’ service with the Darlington Ve- 
neer Co. A graduate of Stout Institute 
in Wisconsin, he is an Air Force 
veteran and has four children. 


Fisher and Burnett 
Head J-M Operations 


Following retirement of Leslie 
M. Cassidy, chairman of the 
board, Adrain R. Fisher has be- 
come chief executive officer of 
the Johns-Manville Corporation 
in a realignment of executive 
responsibilities. 

In accepting Cassidy’s decision 
to retire because of ill health, the 
board elected Fisher chairman of 
the board. He also continues as 
president and director of the 
Johns - Manville Corp., offices 
which he has held since 1951. 
Cassidy continues as a Johns- 
Manville director and will be 
available as a consultant. 

The J-M board created the new 
office of executive vice-president, 
and elected Clinton B. Burnett 
to fill it. Also elected a director, 
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YOU'RE WIDE OPEN FOR 
SALES WITH GRANT 
FOLDING PANEL HARDWARE 


because only Grant no. 2500 hardware gives you 7 excellent 
reasons for buying, plus the exclusive new Grant Passageway Set. 





FULL HARDWARE RANGE: two door sets for 16”, 
2'0”, 2'6” and 30” openings — four door sets for 3’, 
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VM 


yoo , . 
4,0 and openings. 
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COMPLETELY ADJUSTABLE: vertically and hori- 
zontally — simple too, 














UNIQUE JAMB BRACKET: keeps doors off floors, 
positively, eliminates need for any hardware on floor. 
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FAST INSTALLATION: even for your unhandiest 


handyman customer. 

















QUIET OPERATION: doors glide smoothly, noises 
lessly on guides with nylon bushings. 
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PeEINFORCED BRACKETS and GUIDES: heavy 


duty, insure perfect, long-time operation, 


oOo 





ANTI-SAG FEATURE: extra setting holes on guides 
give added protection against any possible operation 
difficulty. 


Once again Grant offers the trade a highly 
engineered product containing the quality 
and price features which have made Grant 
the fastest moving line of sliding hardware 
in the nation! 
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Write for your copy 
of the award-win- 
ning Grant catalog 
with full informa- 
tion on the 2500 line. 





grant pulley and hardware corporation 
53 high street, west nyack, new york 


944 long beach avenue, los angeles 21, california 
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? Why are Lo Man Co Foundation Ventilators the 

V/) the lumber choice of more builders each day? Because they are 
an attractive, new improved and construction- 
tested ae. . Piper Poy made of - sada —- 

, , num alloys, and are far stronger than sand-cast 

industry fi om scrap aluminum units already on the market... 
they will not rust or deteriorate . . . they’re faster 
and easier to install . . . they’re available in four 

me oO Y oO models—-all one standard 8”x16” size, with or with- 
out screens and shutters. . . they’re completely ap- 

P proved by FHA and Public Housing authorities. 

Chief of the Redwoods For quality and economy, for proper ventilation 
and life-time service—your best buy is Lo Man Co 
Foundation Ventilators. 


Ask your jobber or write today for complete information. 





ONE STANDARD 8” x 16” SIZE 
4 Models Available 
No. A10 Aluminum Ventilator GraTE only—provides 104" 


UNION LUMBER COMPANY of re area, 
.A20 Aluminum Ventilator GRATE with 8x8 mesh 


ScREEN— provides 83.2" of free area. 


.A30 Aluminum Ventilator GRATE with 8x8 mesh 
ScREEN, and aluminum SHUTTER. 83.2" of free area. 


Same as No. A30, but with galvanized metal shut- 
TREE FARMERS AND » AZOA ter. 83.2” of free area. . 


MANUFACTURERS 











vy 4p me oo America’s Largest Exclusive Louver Manufacturer 


San Francisco 

Los Angeles 

Park Ridge, Ill. 
SALES REPRESENTATIVES New York 


THROUGHOUT THE NATION MANUFACTURING & SUPPLY COMPANY 


Member California Redwood Association 3603-SB WOODDALE AVE. ° MINNEAPOLIS, MINNESOTA 
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Burnett was designated as “‘prin- 
cipal assistant in the administra- 
tion of the company.” 

Fisher joined Johns-Manville as 
superintendent of the asphalt roof- 
ing department at the Waukegan, 
Ill., plant in 1923. He has since 
devoted his career to every phase 
of Johns-Manville operations and 
has served as a senior officer for 
20 years. 

Burnett joined J-M in 1931 in 
the planning department of the 
plant at Waukegan. For a quarter 
century since then he has gained 
wide company experience in pro- 
duction, engineering, and admin- 
istration. During World War II, 
Burnett was operating manager 
of the ordnance plant in Parsons, 
Kan., which Johns-Manville built 
and operated for the government. 
It produced more than $500-mil- 
lion worth of munitions, with 15,- 
000 employees. 


JOHN J. STEENCKEN has been ap- 
pointed manager of the new plant 
of the W. S. Dickey Clay Manufac- 
turing Co. in St. Louis, Mo. Dickey 
recently purchased it from the Evans 
and Howard Sewer Pipe Co., includ- 
ing a 14-acre factory site and 20 
acres of clay lands. Steencken studied 
ceramic engineering at the Univer- 
sity of Illinois. He has served with 
Pemco Corp. in Baltimore, Md., and 
Indiana, and has run his own small 
manufacturing business in Michigan. 
Since 1954, he has been Dickey’s 
promotion engineer in the Kansas 
City division. 


PREFABRICATED BRICK PANELS GO UP FAST 


A CONSTRUCTION CREW of 
1,200 
square feet of brick wall of 


five men_ erected the 
the above full-size ranch-style 
house in Geneva, Ill, in 8% 
hours! They worked this fast 
because they were installing 
the brick in new prefabricated 
SCR building panels. 

At right, a _ hoist with a 
vacuum device holds the SCR 
building panel while two work- 
men guide the panel into place 
on the foundation. Above, the 
house is shown after the truss- 
ed roof was installed and the 
interior vertical panel joints 
mortared. The exterior vertical 
joints will be mortared as the 
house nears completion. 

The SCR building 
2% inches thick, was develop- 
ed by the Structural Clay Prod- 
ucts Research Foundation. 


panel, 


Awards Given Modular 
Measure Champions 


Five men who have pushed a 
movement to eliminate waste in 
building and simplify construc- 
tion methods in the United States 
received the annual Modular 
Awards of the American Stand- 
ards Assn. at the National Con- 
ference on Standards in San Fran- 
cisco, Calif., November 13-15. 

The award winners included 
P. I. Prentice, editor and publish- 
er of House and Home magazine 
The ASA board of directors cited 
Prentice “for his outstanding con- 
tribution toward the advancement 
of modular measure as a means 
of benefiting the national econ- 
omy through nation-wide edi- 
torial coverage in a widely-dis- 
tributed architectural magazine 
and through his round-table con- 
ferences.” 

John R. Magney, AIA, partner 
of Magney, Tusley and Setter in 
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Minneapolis, was chosen to re- 
ceive the 1956 award for “his 
early adoption, application, and 
promotion of the principles of 
modular measure in architectural 
design. 

William Demarest, director of 
plastics in construction for the 
Manufacturing Chemists’. Assn., 
was given the award in the field 
of education. The board noted that 
Demarest had been a leader in the 
modular measure field and had 
been responsible “for a widespread 
dissemination of knowledge con- 
cerning the constructional advan- 
tages and economies inherent in 
the application of its principles,” 
as modular coordinator of the 
American Institute of Architects. 

Neill Boldrick, vice-president of 
the Acme Brick Co., received the 
award for leadership resulting in 
widespread production of modular 
clay products. 

Andrew Place, South Bend, Ind., 
builder, was chosen for his ap- 
plication of modular coordination 
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to construction procedures. 

Modular measure, or modular 
coordination, is the system of us- 
ing building materials and equip- 
ment made to standard dimen- 
sions on the basis of the four-inch 
American Standard module and 
fitting them into a building plan- 
ned on the basis of this module. 

Nominees for modular awards 
were made to the ASA board by 
a jury selected by the sponsors 
of ASA Project A62 on Modular 
Measure. These’ sponsors. are: 
American Institute of Architects, 
Producers Council, Inc., National 
Assn. of Home Builders and the 
Associated General Contractors of 
America, Inc. These sponsors re- 
cently organized the Modular 
Building Standards Assn., “‘to pro- 
mote acceptance and application 
of the principles of modular di- 
mensioning standards as applied 
to the field of planning for con- 
struction.” 


RPACOCYVING UP 
im the industry 





The Stanley Works ... JOHN C. 
CAIRNS, president of the Stanley 
Works of New Britain, Conn., was 
elected president of the American 
Hardware Manufacturers Assn. at 
its recent convention in Atlantic 
City. A Waterbury, Conn., native, 
Cairns has been associated with 
the Stanley Works since 1924. 

Armstrong Cork Co. ... wW. D. 
JAMES, former assistant manager 
of the firm’s Macon, Ga., plant, has 
been transferred to the Atlanta 
district office to assist in promo- 
tion of Temlock fiber-board prod- 
ucts. James, a University of Pitts- 
burgh graduate, joined Armstrong 
as a chemist in 1935. ... A. H. 
GURITZ, chief industrial engineer 
in the firm’s Lancaster, Pa., in- 
dustrial engineering department, 
will succeed James at Macon. 


Pack River Tree Farm Products 
. W. F. STEWART, vice-president 
in charge of sales since the com- 
pany’s formation in 1949, will re- 
tire January 1. Stewart estimates 
that he has sold or supervised the 
selling of some $115,000,000 worth 
of lumber since he initiated his 
career in lumbering at Sykeston, 
N. D. . . . THOMAS S. PORTER, for- 
mer general sales manager, will 
succeed Stewart, according to Pack 
River’s president, L. V. Brown. 


University of Illinois Small Homes 


12 


HAROLD G. CUTRIGHT has been 
named general manager for Omark 
Industries, Inc. He will handle sales 
and marketing for both the powder- 
actuated fastening tool division and 
this Portland, Ore., company’s saw 
chain division. Cutright had recently 
been director of sales for the general 
products group of American Machine 
and Feundry in New York City. 


RUDARD A. JONES, Uni- 
professor of 


Council... 
versity of Illinois 
architecture, has been named 
council director by university 
trustees. A LaFayette, Ind., na- 
tive and an Illinois graduate, Jones 
joined the university staff in 1946. 
He succeeds James T. Lendrum, 
who now heads the University of 
Florida architecture department. 


Bestwall Gypsum Plant 
Goes Up In Savannah 


Plans for construction of a mul- 
ti-million-dollar gypsum products 
plant at Savannah, Ga. were an- 
nounced by Rawson G. Lizars, 
president of the Bestwall Gypsum 
Co. The plant will employ ap- 
proximately 250 persons and will 
have an annual production capaci- 
ty in excess of 250,000,000 sq. ft. 
of gypsum board and lath. 

Lizars said: “With Bestwall’s 
faith in the future, this plant rep- 
resents the start of an expansion 
program which will inelude sev- 
eral more production facilities on 
the East Coast of the United States 
and the opening of gypsum ore 
deposits in Canada.” 

Construction of the Savannah 
plant will begin soon, with com- 
pletion set for late 1959. 


Wholesaler Is Vital, 
NBMDA Men Told 


The outlook for today’s whole- 
sale distributor has never been 
brighter, since he is the essential 
cog in the low-cost mass-produc- 
tion economy, upon which the 
country’s high standard of living 
rests, Dr. Theodore Beckman, 
Ohio State University marketing 
professor, told the wholesalers 
from 42 states who attended the 
annual meeting of the National 
Building Material Distributors 
Assn. in Chicago last month. 

Speaking on the “Value Added 
Concept of the Distributor,” Dr. 
Beckman emphasized that with- 
out efficient distribution, the de- 
mand for many products would 
be virtually eliminated. 

“The Future Role of the Build- 
ing Material Distributor’ was the 
topic discussed by a panel dis- 
cussion which included Arthur 
Bergman, Johns-Manville Corp.; 
Eldred Cayce, Tennessee Products 
and Chemical Corp.; J. D. Fisher, 
Wood Conversion Company; R. 
McAllister, Formica Co., and Jack 
Parshall, Building Supply News. 

A record attendance of 538 was 
chalked up at this sixth annual 
NBMDA meeting, a 20-per-cent 
increase over the 1956 session. 

S. M. Van Kirk, general man- 
ager of NBMDA, reported that 40 
new members had been approved 
in 1957, bringing the total num- 
ber of warehouses represented by 
NBMDA to 475. 

T. J. Dougherty of Cincinnati 
was elected president; Don Knecht, 
Rapid City, S. D., vice-president; 
and R. E. Freeman, Los Angeles, 
Calif., treasurer. 

Directors chosen for two years 
include Gordon Hampton, Build- 
ing Products Co., Baton Rouge, 
La. Directors for three years in- 
clude Charles J. Friedl, Whole- 
sale Service Co., Inc., Louisville, 
Ky. 

A panel group reviewed ‘New 
Products I Have Found Profit- 
able,” which indicated that many 
distributors were diversifying 
their lines of products in an at- 
tempt to secure items in the spe- 
cialty category carrying higher- 
than-average mark-ups. 

“‘Salesmen’s Incentives and Com- 
pensation,” a general discussion 
led by M. L. McCreery of Jackson, 
Mich., and Ray Haley of Santa 
Barbara, Calif., revealed that most 
members present had found the 
plan of a definite salary plus an 
incentive arrangement best. 
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get a better view of window sales 


THE MODERN LUXURY WINDOW 
THAT MEETS COMPETITIVE PRICES 


Mr. Merchandiser: Are you enjoying maximum volume in window sales? 
If not, try this prescription . . . add VENT-A-WALLS, let your prospects and 
customers know it, and you'll get a better view from their reaction of the real 
sales potential in your territory. VENT-A-WALL window units have more than 
good appearance. . . they’re designed for versatility, ease of installation, long 
lasting quality and suitability for multi-combination grouping. They open 90° 
for full ventilation and cleaning ease. 





VENT-A-WALL sash is completely removable from the frame, 
a feature that reduces breakage, saves precious construction 
time and makes painting easy. They're available in a wide 
variety of operating styles. Ask for dealer information now and 
get ready for MORE window sales volume! 








MANUFACTURED BY 


Uistribute-rve 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 











Rocky Mount, Virginia 
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STRICTLY 
WHOLESALE 





TUPELO, MISS.: Triangle Distrib- 
utors, Inc., were hosts to 124 dealers 
at the formal opening of this firm’s 
new 45,000-square-foot warehouse on 
November 15-16. The Whiteside 
brothers and other personnel proud- 
ly displayed their showroom, offices, 
and full stocks of building supplies 
—which are speedly moved with 
modern mechanical devices. 


BLUEFIELD, W. VA.: The Bailey 
Lumber Co. is the new wholesale 
distributor for the Overhead Door 
line of garage doors in this area. 


LEXINGTON, KY.: The C & I 
Distributors, Inc., are new whole- 
salers for the Lustro line of plastic 
wall tile in central Kentucky. 


CHARLESTON, S. C.: The Char- 
leston Plywood Co. has been ap- 
pointed distributors of Azrock floor 
tile in the coastal area by the Uvalde 
Rock Asphalt Co. 


HOUSTON, TEX.: Plywood Dis- 
tributors, Inc., have opened at 2602 
Commerce St. here. The plywood 
firm handles doors, moldings and 
related items. Joseph P. Fleet, 
Edward S. Bajorek, Miles C. Bozarth, 
and Joseph P. Grasse are members 
of the new firm. Each has had ex- 
perience in the building materials 
business. 


MIAMI, FLA.: The Hechler Mfg. 
Corp. has appointed Don R. Coxey 
of 322 So. 57th Way in Hollywood 
as sales engineer for all HMC prod- 
ucts in the state of Florida. Coxey 
is an experienced engineer in the 
concrete-hardening field. 


HOUSTON, TEX.: Binswanger & 
Co. has appointed Abbot & Earl, Inc. 
of this city to handle its advertising 
program. The campaign will begin 
in December and will represent all 
divisions of the company. Bins- 
wanger distributes glass and allied 
building products throughout the 
South and Southwest. 


Reynolds to Build 
New Louisville Branch 


The Reynolds Aluminum Supply 
Co. has purchased land and plans 
to erect a 70,000-square-foot ware- 
house and office building in Louis- 
ville, Ky. 

The new building, 341 feet in 
length, will include office space, 
for approximately 35 employees, a 
large display sample room, and 
warehouse space for aluminum mill 
and building products and many 
other materials for builders and 
metal fabricators. 
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BINSWANGER IN LARGER FAYETTEVILLE PLANT 


Binswanger & Co. has moved into a new 25,000-square-foot warehouse in 
Fayetteville, N. C., representing the third time that the branch has moved to 
expanded quarters since Binswanger opened up in Fayetteville in 1952. At top, 
the broad vista of glass not only advertises the distributor’s chief product, but 
brightens and illuminates the two-level showroom where building material 
products are displayed. Over-bright areas have been glazed with special neutral 


gray glare-reducing glass. 


The new warehouse is designed for the use of fork-lift trucks for economical 
handling of window glass, plate glass, window units, and other building prod- 
ucts. The loading dock is sheltered for bad-weather protection. A ramp permits 
trucks to drive right into the plant, which incorporates a complete auto glass 
depot. Leon Crouch is Binswanger’s Fayetteville branch manager. 


ACTION Elects 
Seven New Directors 


Re-election of Andrew Heiskell, 
publisher of Life magazine, as 
chairman, and Roy W. Johnson, 
executive vice-president of the 
General Electric Co., as president, 
marked the fourth annual meet- 
ing of the board of directors of 
ACTION (the American Council 
To Improve Our Neighborhoods) in 
New York City recently. 

Seven new directors also were 
named to the 70-member board 
of the national citizen-supported 
organization dedicated to improve- 
ment of homes, neighborhoods, and 
communities and to the prevention 


of slums and slum _ conditions. 
These directors are: William M. 
Allen, Seattle, president of the 
Boeing Airplane Co.; Harry C. 
Bates, Washington, D. C., vice- 
president of AFL-CIO and chair- 
man of its housing committee; 
Albert R. Connelly, New York 
City, attorney; Joseph D. Keenan, 
Washington, D. C., secretary of 
the International Brotherhood of 
Electrical Workers; Jacob S. Potof- 
sky, New York City, president, 
Amalgamated Clothing Workers of 
America; Dr. J. E. Wallace Ster- 
ling, Palo Alto, Calif., president of 
Stanford University; and Samuel 
R. Walker, New York City, vice- 
president of the City Investing 
Co. 
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Penn-Dixie ““One Package’? Mortar Cement 
meets A. S. T. M. specifications. That means 


real durability for your jobs. 


Easily mixed with the recommended amounts 
of sand and water, Penn-Dixie mortar offers 
more than durability on any job. Its smooth 
consistency makes it easy to work . . . it gives 
you high yield without sacrificing strength and 


is water repellent. 


Use or specify Penn-Dixie “One Package” 
Mortar on your next job. You'll be glad you did! 





} Penn-Dixie means Permanent Dependability 


PENN-DIXIE CEMENT Covotation, 


OFFICES New York «+ Philadelphia + Pittsburgh + Boston + Chicago + Detroit + Atlanta + Des Moines 
Chattanooga . Nazareth, Pa. . Milwaukee . Petoskey, Mich. . Buffalo ° Holland, Mich. 
PLANTS Bath, Pa. . Nazareth, Pa. ° Penn-Allen, Pa. e West Winfield, Pa. . Buffalo, N. Y. ° Kingsport, Tenn. 
Richard City, Tenn. ° Clinchfield, Ga. . Des Moines, lowa . Petoskey, Mich. 


DISTRIBUTING PLANTS Chicago ° Milwaukee Detroit ° Holland, Mich. 
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these are the advantages 


when you specify [ovdley 


These windows are made from 14-inch hot rolled steel sections . 
electrically welded for strength and individually fitted at factory for 
tight closure. These windows have two-position stops and open from 
top. Two types available in standard sizes for either putty or no- 
putty glazing. 

Area walls made of 16-gauge copper-bearing galvanized steel are 
closely ribbed for strength and provide excellent resistance to rust 
and corrosion. In addition, they expose minimum area to frost action. 
Spans are 36 inches and projection is 16 inches. Area walls are avail- 
able in five standard heights. 


. +. basement windows and area walls 








Donley wera PRODUCTS FOR The aa 
. “~ 


























For information on the complete line of Donley 
products, write today for catalogs and price 
sheets. Remember . . . SUPERMARKET- THE BROTHERS CO. 


SHOPPING at Donley saves you money! 
13905 Miles Ave. Cleveland 5, Ohio 


For more details on above items, use Coupon on Page 34 SOUTHERN BUILDING SUPPLIES for DECEMBER, 1957 





RANDOM LENGTHS 


Comment on industry News and Trends 





WHEN A ‘CASH & CARRY’ building supply 
dealer opens up in a town, what do the con- 
ventional lumber dealers do? A big group of 
dealers got a part of the answer to that ques- 
tion at the NRLDA exposition in Philadelphia 
last month, but not as much information — 
based on varied experience in this matter — as 
they had anticipated. 

Competition between conventional yards and 
cash & carry stores has spread hot and fast over 
the Carolinas during the past 12 months; in fact, 
the dual retailing system gots its strongest and 
earliest start in North and South Carolina. First- 
hand reports on how the C&C firms have fared, 
and what the conventional dealers have done to 
meet or beat their competition, will be published 
by S-B-S next month. 


2: 


MEANWHILE, HERE IS a mighty inspiring 
prescription for business in ’58, no matter how 
you serve it to your customers. It was spelled 
out recently by “Doctor” W. D. Watson, general 
manager and vice-president in charge of the 
retail department of Wm. Cameron and Co., Texas 
building material distributors, at a monthly meet- 
ing of the Coastal Bend Retail Lumber Dealers 
Assn. in Corpus Christi. 

“For better living in 58,” Watson told the 
Texas dealers, “take as directed these nine sure- 
cure capsules — plus one”: 

1. Aggressive planning (to coordinate the 
thinking) — merchandise preparation, follow- 
up reminder, tools and materials, directions and 
suggestions, sales stimulation. 

2. Aggressive advertising (to bring people into 
the store) — tie in displays with advertising, 
knowledge of products, information and explana- 
tion, pictures and prices, and informed sales- 
people. 

3. Tell — emphasize and inform, enumerate 
and reveal. 

4, Show — display and expose, exhibit and 
parade. 

5. Demonstrate — establish and portray, point 
out and teach. 

6. Develop better-trained personnel — we must 
know how to sell, to sell! 

7. More trained salesmen — one for every 500 
families. 

8. Sell every market — new home; home im- 
provement; farm; industrial, commercial, and 
institutional improvements; specialty; pre-built 
unit; impulse and counter merchandise, and the 
Do-It-Yourself market. 

9. Develop a monthly payment plan — we are 
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missing sales, profit, and interest. 
Plus 1 — go after the business. . 
bushes! 


. beat the 


wy ee 


AT THE BEHEST of the National Lumber 
Council for Marketing and several association 
spokesmen, the National Lumber Manufacturers 
Assn. at its annual meeting in Washington, D. C., 
last month took a long-needed and timely step. 
The body voted to spend $25,000 “to lay the 
groundwork for a national wood merchandising 
program.” 

A ground-swell had already been raised last 
April in Columbus, Ohio, and on October 28 in 
Chicago by the “Meeting of Inquiring Minds.” 
In Chicago, 36 alert wholesalers, commission men, 
manufacturers, and magazine men further ex- 
plored the need for an intensive and extensive 
wood-promotion program. They decided to change 
their name to the National Lumber Council for 
Marketing, and to petition the National Lumber 
Manufacturers Assn. 

At the NLMA meeting, Walter E. Morgan of 
Columbus, Ohio, chairman of the council’s in- 
terim committee, spelled out the telegraphed 
request for NLMA to “inaugurate a substantial 
advertising and/or promotion program for lum- 
ber and wood products.” He asserted that “there 
seems to be a substantial resource of manpower 
and money that could be enlisted in a national 
program, if you devise a program that is open 
to all in our industry and is also open for par- 
ticipation by those identified with wood among 
the allied and other industries whose products 
are directly related to the volume of wood that 
is used.” 

H. R. Northup, executive vice-president of the 
National Retail Lumber Dealers Assn., pointed 
out that two of lumber’s biggest competitors are 
spending more than $2,000,000 a year each on 
consumer advertising. He said retailers hope to 
have the assistance of “a strong new merchan- 
dising and promotional program from your branch 
of the industry.” 

Other industry leaders speaking strongly in 
behalf of such an industry-wide lumber promo- 
tional campaign were Martin T. Wiegand, presi- 
dent of the National-American Wholesale Lum- 
ber Assn., and George W. Mueth, president of the 
National Assn. of Commission Lumber Salesmen. 

Walter Leuthold, retiring president of NLMA, 
urged the organization to launch such a promo- 
tional program. He said “the lumber industry 
has only to ride the tide of our expanding national 
economy in order to cash in on a great potential.” 
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New Andersen 
brings you quality and 











Ideal for any room! Big 5’10” high Beauty-Line units illustrated can easily be joined together to form 
a glamorous WINDOWALL! Beauty-Line Windows are available in seven sizes, with four heights, two widths. 














Packed for easy handling ! Factory 
packaging protects new Beauty- 
Line Windows, makes storage 
and handling safe and easy. 


For more details on 


Three hardware choices available. Bar-Lock* provides tight closure Roto-Lock works under screen. 
Standard lock (above) pulls sash in underscreen operation at low Dual arms pull sash ends in snug 
tightly shut to assure absolutely cost. Hardware is interchangeable and tight to seal out rain, dust 
weathertight seal. on.all units. and moisture. 
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Beauty-Line window 
beauty at low cost! 


New wood window units from Andersen can step up your window sales! 


Here’s a new, versatile window idea from Andersen 
that can help you boost your sales! It’s the Andersen 
Beauty-Line*—featuring a fixed upper sash over an 
awning style lower ventilating sash . . . both combined 
in a single unit for easy handling and fast installation. 

Simplified construction makes the new Beauty-Line 
Window Units a “best buy’—with a low cost per 
square foot. Yet, like all Andersen WINDOWALLS, 
these versatile new units feature Andersen precision 
construction ... Andersen quality throughout. Wood 
parts are toxic-treated for long life and complete 
protection from rot or termites. They’re available in 


seven sizes, with four heights, two widths. A// sizes 
can be joined together to form mullions and triples. 
Or, they may be used in conjunction with other 
Andersen WINDOWALLS. 

The new Beauty-Line comes completely assembled 
and packaged. Optional features include glazing with 
welded insulating glass, removable double glazing, 
aluminum screen, choice of three types of operating 
hardware. 

For complete information on the new Andersen 
Beauty-Line Units, see your Andersen WINDOWALLS 


distributor—or write direct to Andersen Corporation. 
*Patents Pending 


Andersen \Windowalls are quickly available from 
complete stocks of these distributors: 


ALABAMA 
Birmingham Sash & Door Co. 
Birmingham 


LOUISIANA 
Davidson Sash & Door Co. 
Alexandria, Lafayette and Tulsa 


OKLAHOMA 
General Sash & Door Co. 


Lake Charles 


FLORIDA 
Huttig Sash & Door Co. 
Jacksonville 


GEORGIA 
Huttig Sash & Door Co. 
Atlanta 


New Orleans Sash & Door Co. 
New Orleans 

United Sash & Door Co. 
Baton Rouge 


MARYLAND 
Morgan Millwork Co. 


TENNESSEE 

Huttig Sash & Door Co. 
Knoxville and Nashville 
Memphis Sash & Door Co. 
Memphis 


Baltimore 


MISSOURI 

American Sash & Door Co. 
Kansas City 

Huttig Sash & Door Co. 

St. Louis 

Toombs & Co. 


TEXAS 

Davidson Sash & Door Co. 
Austin 

Huttig Sash & Door Co. 
Dallas 


KANSAS 

Rock Island Wholesale Co. 
Wichita 

United Sash & Door Co. 
Wichita 


KENTUCKY 


Huttig Sash & Door Co. Springfield 
Louisville 


Weyerhaeuser Distributing NORTH CAROLINA 
Yard Huttig Sash & Door Co. 
Louisville Charlotte 


VIRGINIA 

Huttig Sash & Door Co. 
Roanoke 

Morgan Millwork Co. 
Arlington 


WW ANDERSEN CORPORATION + BAYPORT, MINNESOTA 
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FIR PLYWOOD PROFIT POINTERS 


GENUINE 
DOUGLAS FIR PLYWOOD 





There’s big volume opportunity in 
PlyScord —the unsanded construction 
grade of DFPA Quality-Tested fir ply- 
wood. PlyScord adds strength and rig- 
idity as roof decking, subflooring and 
wall sheathing — cuts application time 
and costs. You’ll find sales opportun- 
ities in the industrial field, too; Ply- 
Scord is an ideal economy material for 
bins, containers, temporary partitions. 
But —be sure it’s PlyScord! Look for 
the DFPA grade-trademark! 


SALES HELPS FOR YOU! 


Booklets, envelope stuffers, self- 
mailers. Estimating charts for your 
builder customers that show PlyScord 
savings .. . PlyScord slide-rule calcu- 
lators giving recommended construc- 
tion data. Write for details (USA 
only): DF PA, Tacoma 2, Washington. 


WALL SHEATHING INDUSTRIAL USES 
GENUINE 
DOUGLAS FIR PLYWOOD 


NEW! prvscorp /PLYSCORD 


with EXTERIOR GLUE 


PlyScord with Exterior Glue broadens your sales possibil- 
ities; in construction, in industry, and on the farm. Also 
available, Exterior Sheathing (all C veneer). For informa- 
tion, see your plywood jobber or write (USA only) Douglas 
Fir Plywood Association, Tacoma 2, Washington. 


ee ee, ee ee ce oe ee oe ee ee 
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carrying the DFPA trademark—your assurance of quality-tested panels 
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URBAN RENEWAL... what 


Dixie dealers know and do ahout it 


@ LUMBER and building material 
dealers are not having much part 
in the Urban Renewal programs 
that have been certified for their 
communities — but they predomi- 
nantly favor the Federally-assisted 
slum clearance and blight projects, 
an exclusive S-B-S survey re- 
vealed last month. 

Questionnaires were sent to 
about one-fourth of the dealers 
located in the Southern or South- 
western cities and towns whose 
workable programs for Urban Re- 
newal had been certified by the 
Housing and Home Finance Agen- 
cy, as listed on page 44 of this 
issue. The returns indicate that 
programs in most of these com- 
munities are still in the planning 
and financing stages — and far 
from the material-delivery stage. 

The dealers were asked: “Do 
you individually approve of your 
municipality accepting Federal 
funds (1/3 of cost) to finance com- 
pletion of workable program for 
Urban Renewal?” 

The typical answer to this was 
put by an Alabama dealer in these 
words: “Yes — so long as other 
municipalities are doing so.” 

A Georgia dealer expanded on 
this attitude: “In the outset I do 
not advocate such a program. Since 
such a program is being used, I 
am willing for my city to partici- 
pate. I think this is an improve- 
ment over the old public-housing 
bill.” 

However, a Kansas dealer will 
have no part of Federal aid here. 
Wrote he, “Urban Renewal by Fed- 
eral grants is one of the most 
abominable socialistic schemes ex- 
isting. Any organization that pro- 
motes it is disloyal to the country 
as a whole and should be ashamed 
of itself. The same goes for any 
individual. By having slums, mu- 
nicipalities show that they do not 


have equitable taxation. The usual 
case is for the bare land to be 
assessed very little and the build- 
ings very much. If land were taxed 
according to its value and the 
owner not taxed whenever he put 
a nice building on it, slums would 
never arise. .. . What we need, if 
we are going to escape a depres- 
sion, is a sharp reduction in Fed- 
eral taxes, especially the income 
tax.” 

The score on this question by 
responding dealers: 65.6% approve 
Federal funds to finance workable 
local programs for Urban Renewal 

83.3% approve of local firms or 
parties obtaining FHA assistance 
under Section 220 of the Housing 
Act of 1956 for new housing in 
slum or blighted areas. More deal- 
ers — 90.6% — okeh FHA assist- 
ance under Section 211 for new 
housing relocated because of Gov- 
ernment highway, utility, or other 
land-use projects. 





So far, only 12.5% of the dealers 
find that their lumber yard or busi- 
ness property will be involved in 
replacement or relocation. The 
homes of only 3.2% of the dealers 
— and other real estate of only 
10.0% of the dealers — will be 
involved in local Urban Renewal 
projects. 

21.2% of the responding dealers 





have been invited to a public or 
special meeting on Urban Renewal 
program in their communities. 

Only 3.2% of the dealers have 
been appointed or elected to a local 
government board or authority 
planning the Urban Renewal pro- 
grams. Missouri’s C. H. Plack- 
meyer is a member of the St. 
Charles Public Housing Authority 
and Land Clearance for Redevel- 
opment Committee. Three Spring- 
field, Tenn., dealers are active in 
local Chamber of Commerce urban 
renewal planning. 

Early last month, construction 
was actually underway in 18.2% 
of the localities whose workable 
program for Urban Renewal had 
been certified by HHFA. 9.1% of 
the dealers reported having made 
material sales for these projects. 

Regarding Federal agency litera- 
ture on this subject, 54.5% of the 
replying dealers requested infor- 
mation on Urban Renewal gen- 
erally. 45.4% wanted information 
on FHA Section 220 rehabilitation 
and redevelopment mortgage as- 
sistance. 45.4% also wanted litera- 
ture on Section 221 relocation 
mortgage assistance. 

An up-to-date bibliography is 
available to all interested S-B-S 
readers. Just write to: Editor, 
Southern Building Supplies, 806 
Peachtree St., N. E., Atlanta 8, Ga. 
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@ ASSUMING increasing significance 
to Southern building supply deal- 
ers these days is the Urban Re- 
newal program. It promises new 
and unlimited opportunity for 
neighborhood development, home 
construction, and rehabilitation in 
most major Southern cities — and 
many towns. 

Currently, 52 Southern cities in 
four states, alone, are engaged in 
planning and carrying out 67 proj- 
ects, involving elimination of ap- 
proximately 35,600 slum dwellings 
on over 7,500 acres of blighted 
land, to be re-developed for sound 
use. In the Southeast, over $90,- 
800,000 in Federal funds will con- 
tribute to the consummation of 
projects now under contract. 

With passage of the Housing Act 
of 1949 by Congress, Federal aid 
became available to help localities 
attack problems of slums and 
blight, other than through isolated 
public housing projects. The 1949 
act authorized funds for elimina- 
tion of slums, but it did not make 
provision for slum and blight pre- 
vention. 

To overcome the limitations in- 
herent in its 1949 act, Congress 
passed the Housing Act of 1954. 
This act continued the financial 
aids made available to communi- 
ties to implement the expanded 
approach to urban renewal. It also 
added several other types of as- 
sistance to bring to bear against 
slums and blight, existing and 
incipient, a triple threat: clear- 
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URBAN RENEWAL... 


how it operates and where it's 
headed in the South and Southwest 


ance, rehabilitation, and conserva- 
tion. 

Clearance is applied to the type 
of area beyond economical re- 
demption, the solution to which 
is to tear out and rebuild. 

Rehabilitation is the approach to 
a run-down area, not yet beyond 
repair, where homes can be re- 
paired, refurbished, and brought 
back to the status of good hous- 
ing. Affected neighborhoods, un- 
derstandably, must be improved 
and the blighting influences re- 
moved, if rehabilitation is to be 
successful. 

Conservation applies to treat- 
ment of an area in peril of, but 
has not yet succumbed to, blight. 
Such measures as effective en- 
forcement of good building, zoning, 
and housing codes, can keep this 
kind of area in good shape. Gen- 
erally, no extensive neighborhood 
improvements are required. 

Federal financial assistance is 
available in the form of planning 
advances and capital grants for 
urban renewal projects. A capital 
grant is intended to defray up to 
two-thirds of the net cost of carry- 
ing out a project, the municipality 
must put up at least one-third of 
the net cost. This local share may 
be contributed through any or all 
of several methods — cash, dona- 
tion of land, certain kinds of work 
on the site, and supporting public 
facilities. 

Federal assistance for urban re- 
newal projects may be given only 


to local public agencies duly au- 
thorized by state and local law to 
carry out the various activities in- 
volved in urban renewal projects. 
Generally, a local public agency 
may be, according to individual 
local circumstances, a specially- 
created redevelopment agency, a 
local housing authority, or a city 
or county itself. In some localities, 
two local agencies, such as the city 
and the redevelopment authority, 
may participate jointly in the un- 
dertaking. 

The 1954 act added Sections 220 
and 221 of the National Housing 
Act administered by FHA. 

Section 220 authorizes special 
mortgage insurance for the con- 
struction or rehabilitation of sales 
and rental housing in urban re- 
newal areas only. 

For the benefit of families dis- 
placed by urban renewal programs 
or other public undertakings, Sec- 
tion 221 permits special mortgage 
insurance for low-cost private 
housing sales and rentals, through 
new construction or rehabilitation. 

Under its regular procedures, the 
FHA has not found it feasible to 
insure properties where blighting 
influences threatened the sound- 
ness of the loans. Section 220, how- 
ever, authorizes the FHA to insure 
mortgages in blighted areas for 
which the Housing and Home 
Finance administrator has certified 
approval of an urban renewal plan. 
FHA evaluates the risk on the 
favorable assumption that the 
neighborhood improvements set 
forth in the urban renewal plan 
will be carried out successfully. 
The amount of the mortgage on 
any new residential construction 
financed under Section 220 may 
be based on replacement cost. The 
insurance is also available for the 
purchase or refinancing of existing 
houses or apartment structures 
that are to be rehabilitated. 

Under Section 220, the initiative 
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and planning to qualify the area 
must start with the local govern- 
ment through its officials or the 
local public agency designated to 
carry out urban renewal work. 
The private participants can not 
proceed until the community has 
acted. 

Accordingly, the private partici- 
pant must take two steps: 

1. He must determine, through 
the local public agency, that the 
work he wants to do is within an 
urban renewal area that has been 
or will be certified for Section 220. 

2. He must establish, as in other 
FHA programs, that his undertak- 
ing meets specific FHA mortgage 
requirements for the new construc- 
tion or rehabilitation he has in 
mind. 


With 7,500 population, Doug- 
las — the seat of Coffee 
county in south Georgia — 
has been selected as a dem- 
onstration city for planning 
cities of under 25,000 popu- 
lation by Uncle Sam’s Urban 
Renewal Administration. The 
aerial photo at right shows 
the first area to be renewed 
by joint local and Federal 
action. 

Seen below is a _ picture 
of the model redevelopment 
plan, prepared for this area 
by George W. Simons Jr. and 
Associates, Atlanta and Jack- 
sonville planning, zoning, and 
municipal consultants. 

Some 200 acres (about 20 
per cent) of Douglas are 
slated to be redeveloped in 
eight years, in a joint gov- 
ernmental and business effort 
to improve housing and en- 
courage commercial and in- 
dustrial growth. The Doug- 
las Planning Commission 
includes two builders, saw- 
mill operator, optometrist, 
college registrar, and feed 
mill operator. It meets fort- 
nightly with the City Com- 
mission. To achieve the 
Douglas renewal plan, the 
building code has been re- 
vised, a zoning ordinance 
passed, detailed studies of 
all neighborhood made, and 
plans made to re-house all 
families affected by the Ur- 
ban Renewal Project. Printed 
reports are circularized to all 
citizens periodically. 


Early consultation with local 
officials and cooperative effort 
among builders and investors will 
lead faster to success of the spe- 
cific undertaking. 

By the Housing Act of 1956, 
Congress made the Workable Pro- 
gram for Urban Renewal a re- 
quirement of any community seek- 
ing public housing. Since 1954, the 
workable program has consistently 
been a requirement of those com- 
munities seeking urban renewal 
(Title I) aid or FHA mortgage in- 
surance for rehabilitation or for 
relocation housing. The 1954 act 
made the workable program a re- 
quirement for public housing; the 
1955 housing amendments removed 
that requirement, but the 1956 act 
restored it. Now, if a community 
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wishes to provide public housing 
or enter the urban renewal field, 
it must comply with the workable 
program requirement. 

This program requirement, es- 
sentially, is a safeguard placed by 
Congress on disbursement of Fed- 
eral funds to communities engaged 
in public housing or in urban re- 
newal. That safeguard requires the 
individual community to face the 
broad responsibilities of curbing, 
thwarting, and putting an end to 
those conditions which cause urban 
decay and deterioration. If the 
community is not interested in 
taking these minimum precautions, 
Congress reasoned, it is not ready 
for Federal aid for its housing 
programs. 

(See URBAN RENEWAL page 43) 
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Nailing Down More Profits 


@ TAKE A CAREFUL LOOK at that 
“insignificant” little stapling ma- 
chine, doubtlessly resting atop 
the nearest desk in your vicinity. 

Pick it up. Examine it closely. 
You may. not realize it, but that 
same little contrivance, indispen- 
sable to daily office routine, in- 
corporates a principle which has 
made it equally as indispensable 
to fast building construction and 
has created a small “gold mine” 
for some wide-awake building 
supply dealers. 

In short, that simple office ma- 


M. L. MeLemore of the Long-Wall 
Company, York, Ala., is one among 
many Southern dealers who has dis- 
covered that it pays to promote sta- 
plers among Do-It-Yourself customers. 
In photos, above and at right, Long- 
Wall salesman George F. Williams 
offers some down-to-earth stapling 
advice to a customer who plans to 
tackle an insulation installation job 
in his own residence. 


chine which joins together sheets 
of paper has evolved into more 
complex counterparts, capable of 
doing everything for builders from 
anchoring ceiling tile in perma- 
nent position — to fastening shin- 
gles on side walls and roofs. 
Loaded with their proper am- 


munition, the almighty staple, 
ranging in sizes from 5/32” to 2”, 
versatile tools can now miracu- 
lously perform nailing jobs at rates 
estimated to be four times faster 
than was possible with yesterday’s 
hammer and nails. 

The versatile fastening tools 
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With Staplers 


By SID WRIGHTSMAN JR. 


which, in clockwise arrangement, 
appear in the S-B-S cover photo 
might well be termed as the in- 
dispensables to the building supply 
dealer. 

At 12 o’clock spot is the reliable 
ceiling-tile gun tacker. It also is 
excellent for assembling insect 
screens and applying metal lath 
strips over joints for plastering. 
It uses either a medium- or heavy- 


An official of the Silverside Supply 
Company in Wilmington, Del., above, 
checks out a hammer-type tacker to 
a workman who requested the “best” 
tool with which to apply metal lath. 
This dealer sells a profitable volume 
of Markwell tools and staples. 

The ceiling-tile floor display, at 
right, indicates the current trend 
toward inter-industry endorsement of 
related products. This time, Flintkote 
and the Arrow Fastener Company 
join up. 


duty staple with 5/32”, %”, %”, 
%” or 9/16” leg length. 

Grasped in the workman’s hand 
is a heavy-duty stapler-hammer. 
Loaded with nail-size staples, it 
can lay shingles on a side wall 
or roof and apply metal lath to 
studding. It drives a %” staple, 
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made from 1/16” wire (actually 
equivalent to two %” nails of 
1/16” wire) and weighs about two 
pounds. 

The two stapling hammers at 
6 and 9 o’clock positions are varia- 
tions on a single theme. The for- 
mer, using a wide %”-leg staple, 
best attaches building paper and 
related items where a greater area 
of contact with the surface is need- 
ed. The latter — taking staples 
with %”, %”, or %” legs — is an 

(See STAPLE PROFITS page 66) 





FABRICS and HOUSEWARES — "327-28 
an mate the power of a woman,” has 
paid off handsomely for Scriven- 

er’s in San Antonio, Texas, when 


i ’ ie fi applied to their sales promotion 
oubie Lumber Vveaier Ss Fro its directed to women. With the addi- 
¥ tion of a fabrics department to 
their lumber and building supply 
business, the extra sales have 
By JESSE H. REED more than paid off for this south 

Texas lumber dealer. 

Six years ago, Ernest Scrivener 
built a 20x30-foot masonry build- 
ing for the fabrics department, 
adjacent to the one housing his 
building supplies. In adding this 
department, Scrivener found that 
he was not only providing a 
much-needed service for women 
in the San Antonio area, but at 
the same time building a profit- 
able fabrics business as_ well. 
Women customers account for 
about 90 per cent of this firm’s 
sales. 

(See SELLS FABRICS page 58) 


Manikins model latest fashions in the 
attractive fabrics center at Scrivener’s 
“department” store in San Antonio, 
Tex. Here women customers may pur- 
chase their complete sewing needs in 
one department. 

The housewares section in_ this 
modern shopping center is shown at 
right. Shelves suspended from the 
ceiling, along with display tables, show 
housewares to best advantage. 

At top of page is seen the inviting 
new front wing of Scrivener’s enlarged 
store. This area is devoted to fabrics, 
draperies, furniture covering, house 
furnishings, hardware, and notions. 
Shopping for the entire home is en- 
joyable in this south Texas store. 
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Brand-Name Promotion 
Provides Their 


Year-Round Market 


By L. H. HOUCK 


@ THE LONG-RANGE merchandising 
plan of the Strong Bros. Lumber 
Company in Jefferson City, Mo., 
provides for seasonal promotions 
throughout the year. The fall and 
Christmas season receives special 
attention with heavier advertis- 
ing and constant hammering at 
promotion of nationally-adver- 
tised merchandise. 

Two themes advertised through- 
out the year fit into the Christmas 
advertising season and have had 
a cumulative effect in building 
traffic and volume. Volume has 
shown substantial increases each 
year because of the long-range 
program. 

One theme is “Brand-Name 
Materials” —- which is Strong’s 
way of putting nationally-adver- 
tised merchandise. 


aber Co's Si Bros. ait 


The other theme is the “Build- 
er’s Super-Market.” 

James and Lloyd Strong are the 
co-owners of the brotherly firm. 

When the Strong Bros. decided 
to expand their planing-mill oper- 
ation into a lumber yard and 
building materials super-market, 
they decided to capitalize on the 
well-known nationally-advertised 
brands of merchandise, whether 
they had exclusive representation 
or not, and to make their store 
headquarters for materials that 
people read about in consumer 
(See BRAND-NAME PROMOTION PD. 68) 
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General Manager Jim Strong of the 
Strong Bros. Lumber Company in 
Jefferson City, Mo., maintains that 
when you advertise the well-known, 
nationally-recognized materials, part 
of your market is ready-made. In 
typical newspaper ad, above, he em- 
phasizes his conviction. 

The firm’s “covered wagon,” left, 
a common sight on Jefferson City 
streets, was created to supplement the 
company’s newspaper and TV adver- 
tising. Unlike stake bodies on rest of 
firm’s truck fleet, this one serves as 


two rolling billboards. 
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COOK-BOOK ADVERTISING PAYS OFF 











@ “BEST ADVERTISING this firm has 
ever used” is the emphatic en- 
dorsement given a cook book pro- 
motion by Kelly Hyche, manager 
of the North Alabama Lumber 
Company in Jasper. 

This is the second year that this 
promotion-minded dealer has tied 
in with the cook book. It was 
originated and printed by a local 
newspaper. Called the Mountain 
Eagle Home Cook Book, it features 
recipes of residents of Walker 
county, principal trade area of the 
North Alabama Lumber Company. 
This company had exclusive lum- 
ber and building-supply adver- 
tising rights to the cook book this 
year. 

The newspaper promotes con- 
tests and publishes the cook book 
and mails out 10,000 copies to 
blanket the trade area. Hyche is 
allotted 500 extra copies for pro- 
motional use. 

Advertising by the North Ala- 
bama Lumber Company in the 
cook book is carefully planned to 
cover all products and services 
offered — with special emphasis 
given to lines with customer ap- 
peal to women. Page advertis- 
ments, for example, are devoted 
to kitchen remodeling, home mod- 
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Shown at left is the cover of the “Home Cook Book” in 
which the North Alabama Lumber Company is the exclusive 
building-supply advertiser. In photo, Store Manager Stanley 
Wade gets appreciative smile from new homemaker as he 


hands her a cook book. The company gives copies to cus- 
tomers and prospects. The publisher distributes 10,000 copies! 


ernization, and Women’s Congress 
Homes. 

In the 96-page cook book, Hyche 
uses a total of 44 display ads rang- 
ing from six column inches to 
full pages, all at rates in his news- 
paper advertising contract. The 
page size is 8% by 11 inches. 

On the first page of this cook 
book, the lumber company’s ads 
are indexed for 30 subjects, mate- 
rials, and services. Eye-catching 
photographs, made in the firm’s 
display rooms and ‘on the job,” 
predominate the display ads. 

The Mountain Eagle Home Cook 
Book, written and used by the 
people of the Jasper area, gets 
better results than any other ad- 
vertising media for this Alabama 
firm, Hyche asserted. Here are 
reasons why he believes this to 
be such a good advertising me- 
dium: 

1. Long life of the advertising. 
Cook books are kept indefinitely. 

2. Reminder type. The cook book 
has reminder qualities of calen- 
dars, almanacs, etc., at less cost. 

3. Used outside trade area as 
good-will feature. Newspaper cir- 
culation salesmen leave a cook 
book when soliciting accounts. 

4. Subject to use as a key to con- 


tests and other promotions. This 
year the North Alabama Lumber 
Company ran a contest through 
the newspaper in which the en- 
trant had to refer to the cook book 
for the keys and answers. 

5. Most effective method of 
reaching women, who _ influence 
the buying of kitchens, planning 
of new homes, remodeling, etc. 

6. Serves as introduction for 
salesmen to new families moving 
into the trade territory. 
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“We never knew where to put things 
before Vernon got this brainstorm!” 
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WHAT'S NEW in the NAHB Research House 


By RAYMOND H. HARRELL, Research Director 
Lumber Dealers Research Council, Washington, D. C. 


@ IN COOPERATION with the Lum- 
ber Dealers Research Council and 
several building material manu- 
facturers, the National Associa- 
tion of Home Builders Research 
Institute has developed and built 


a complete component home in 
Kensington, Maryland, near Wash- 
ington, D. C. An important ob- 
jective of the housing research 
organizations is to _ accelerate 
progress by stimulating the de- 
























































velopment of new materials and 
equipment that will help a build- 
er build a better house for a 
lower cost. 

To this end, the 1957 Research 


House is intended to represent 
“evolutionary rather than revo- 
lutionary” trends. It - embodies 


many new products and compo- 
nents which were developed at 
considerable expense to the sup- 
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The first research house actu- sire a ees see ST 
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used throughout this house & ike 2 s fe = 
to simplify construction and ee Ss ait rc 
achieve economies. aoe ee \* ; 
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porting manufacturers. Most of 
these manufacturers prepared 
products to performance specifica- 
tions which NAHB hopes will 
continue to stimulate develop- 
ment. When these products are 
placed on the market, builders 
may utilize them one at a time 
or all together. 

The 1957 Research House is of 
contemporary design, having three 
bedrooms and two baths. It is 
modular-dimensioned throughout 
and utilizes the ““open-room panel- 
ized technique” of home construc- 
tion encouraged by the Lumber 
Dealers Research Council and the 
University of Illinois Small Homes 
Council. 

Many significant features of this 
home are not detailed here. Note- 
worthy are the %” thick veneer 
flooring; the economical above- 
the-slab plumbing wall which can 


Details of NAHB’s 1957 research house are shown above. At left, a 
carpenter toenails the plate to the top of the studs. The single panels 
of ribbed hardboard paneling (with shiplapped edges) serve as the 
exterior siding without sheathing or building paper. The panels dem- 
onstrate rigidity several times greater than conventional construction. 

At right is a view of the 8’ wide window group. A thin center mullion 
is achieved in it through the use of a strengthened double 2x6 header 
and 1x4 framing members for the window panels. 


be installed in one trip; the 1’ 
modular kitchen cabinets, includ- 
ing a corner range; the three-wire 
electrical system; and the unique 
heating and cooling system. 

A primary feature of the house 
is the use of the 4’x8’ sheet of 
Masonite %” tempered hardboard 
as the siding material. This was 
applied in the shop directly to 
the Lu-Re-Co panels’ without 
sheathing. The pre-formed sheets 
have a board and batten appear- 
ing rib, 4” on center, which is 
pleasing and easily painted. 


The hardboard siding was ap- 
plied with bronze Screwtite 1%” 
nails, 2” on center, manufactured 
by the Independent Nail and Pack- 


ing Company. The use of single- 
sheet siding is becoming a prime 
labor- and material-saving fea- 
ture of the Lu-Re-Co component 
system. These exterior panels 
were erected in 2% hours with 
three carpenters and two laborers. 
As in almost any _ research 
project, all efforts were not suc- 
cessful. One such experiment was 
the departure from the standard 
Lu-Re-Co panel by eliminating 
the top 2x4 plate and placing the 
standard double 2x6 header di- 
rectly on the studs in the field. 
This method led to a marked 
increase in labor time due to the 
toenailing required in each stud. 
(See RESEARCH HOUSE page 67) 


For all interior non-loadbearing parti- 
tions of the research house, the Duo- 
wall system is applied. It utilizes steel 
splines between the hardboard-faced 
panels, which readily support such 
objects as shelves, cabinets, magazine 
racks, and other special features. 
Masonite markets these new panels 
and fasteners. 
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TEST YOUR INCOME-TAX 


Test your knowledge of the Federal income tax law on this 











quiz prepared by the American Institute of Certified Pub- 
lic Accountants in cooperation with the Internal Revenue 
Service. You will find the correct answers on page 32. 


1. During the past year you 
spent approximately $1,000 for 
built-in bookcases and wall-to- 
wall carpeting for your office. 
Since your lease has only four 
years to run, you may... 

(a) Deduct the $1,000 on your 
1957 tax return— 

(b) Amortize the cost over the 
next four years— 

(c) Depreciate it over the life 
of the furnishings— 


2. You have invested in several 
blue-chip stocks. The dividends 
received from this investment are 
exempt up to... 

(a) $50 whether you or your 
wife owns the stock— 

(b) $100 if the stock is held 
jointly by you and your wife— 

(c) $100 regardless of who owns 
the stock, providing you file a joint 
return with your wife. 


3. You are not permitted to 
deduct as contributions your dona- 
tions to which of the following 
organizations ... 

(a) Charitable societies— 

(b) Educational institutions— 

(c) Political parties— 


4. Your daughter, who was hos- 
pitalized for several weeks in the 
earlier part of 1957, was married 
in November. If she files a joint 
return with her husband, you 
may... 

(a) Not claim her as a depend- 
ent but you may deduct her medi- 
cal expenses— 

(b) Claim her as a dependent 
and deduct her medical expenses— 

(c) Not claim her as a depend- 
ent and you may not deduct her 
medical expenses— 


5. You filled very few inside 
straights during the past few 
months and lost approximately 
$300 to the members of your 
Thursday night poker club. You 
should. ... 

(a) Deduct the loss in comput- 
ing adjusted gross income— 


(b) Subtract the loss from ad- 
justed gross income— 

(c) Give up poker and start 
watching television on Thursday 
nights— 


6. Last October your car skid- 
ded on a wet road and grazed a 
telephone pole. The damage was 
not covered by insurance and it 
cost you $100 to have the car re- 
paired. To claim a casualty deduc- 
37 ae 

(a) You must have the damage 
repaired within 30 days of the 
accident— 

(b) You may simply deduct the 
amount of the repair bill— 

(c) You must prove that you 
were using the car in your work 
at the time of the accident— 


7. Which of the following may 
you not consider as a deductible 
business expense ... 

(a) A subscription to American 
Builder— 

(b) Commutation fees— 

(c) The costs of attending the 
NRLDA convention— 


8. While playing hide-and-seek 
in your backyard, the neighbor’s 
children trampled and killed sev- 
eral of your more’ expensive 
bushes. The cost of replacing this 
shrubbery .. . 

(a) May be deducted if it does 
not exceed the original cost of the 
bushes— 

(b) May be deducted only if the 
parents of the children refuse to 
pay damages— 

(c) May not be deducted under 
any circumstances— 


9. Your 16-year-old son works 
during the summer for you in 
your unincorporated business and 
you pay him a weekly salary. 
Since he is a full-time employee, 
i ee 

(a) Required to pay social se- 
curity— 

(b) Not subject to social se- 
curity— 
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(c) Permitted to decide whether 
he does or does not want social 
security coverage— 


10. Last year you gave your 
church a small piece of property 
for which you had paid $500 some 
time ago. Its value at the time of 
the gift was $1,500. As a result... 

(a) You may claim a tax deduc- 
tion of $1,500— 

(b) You must pay a capital gains 
tax on the $1,000 increase— 

(c) You may claim a tax deduc- 
tion of $500. 


11. There were a few leaks in 
the shingle roof of your store; so 
you constructed a new asbestos 
roof. You should ... 

(a) Consider this as a repair 
bill and deduct the entire amount 
as a business expense on your 1957 
return— 

(b) Regard this as a capital 
improvement and depreciate the 
cost over a period of years— 

(c) Add the cost of the repair 
to the value of the property— 


12. After you have filed your 
personal 1957 tax return, the Fed- 
eral Government is allowed to 
check your return and bill you 
for additional tax. The period of 
time in which this may be done 
ends... . 

(a) On the day you file your 
1958 return— 

(b) Two years after you file 
your 1957 return— 

(c) Three years from the due 
date of your 1957 return— 


13. On the advice of a friend, 
you engage a CPA to prepare your 
1957 tax return. The fee he charges 
for this service is... 

(a) Not deductible since it is 
a personal expense— 

(b) Not deductible if you are 
entitled to a refund— 

(c) Deductible in full— 

The correct answers to all these 
tax situations will be found on 
page 32 — the next page of S-B-S. 
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CORRECT ANSWERS TO FEDERAL 
INCOME TAX QUIZ on page 31 


1. (b) On leased property, you 
normally spread the cost of im- 
provements over the shorter peri- 
od — the life of the improvement 
or the term of the lease. Since 
your lease expires in four years 
and presumably the furnishings 
will have a longer life than that, 
you should be able to claim a 
$250 deduction on your Federal 
tax return for this year and the 
next three years. 

2. (a) and (b) are both cor- 
rect. All taxpayers are entitled 
to a $50 dividend exemption. A 
husband and wife can combine 
their exemptions and receive $100 
in dividends tax free, providing 
the stock is jointly owned. The 
filing of a joint return will not 
qualify them for this double ex- 
emption if the stock is held in 
only one of their names. 

3. (c) You can not deduct con- 
tributions to an organization which 
spends a substantial part of its 
time lobbying or distributing polit- 
ical propaganda. 

4. (a) You gained a son-in-law 
but lost a $600 dependency ex- 
emption for 1957 when your 
daughter married in November. 
All is not lost, however. If you 
provided more than one-half of 
your daughter’s support during 
the year, you may claim her medi- 
cal expenses as a deduction on 
your return. 

5. (c) Watching television can 
be most relaxing and it might even 
help you to forget your poker 
losses — which is the thing to do 
because net gambling losses are 
definitely not deductible. Net gam- 
bling gains are taxable as income; 
so if you won money in a foot- 
ball pool or other sources, you 
may use your poker losses to off- 
set these gains. 

6. (b) The Internal Revenue 
Service has ruled that “if the re- 
pairs do nothing more than re- 
store the property to its condition 
immediately before the casualty 
and do not add to (its) value, 
utility or useful life, such repair 
costs may be used as a measure 
of the value of the destroyed por- 
tion.” Where you were going at 
the time of the accident does not 
affect the deductibility of car dam- 
ages. 

7. (b) Commutation fees are 
not a deductible business expense. 
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The cost of going to and returning 
from work, whether it be by bus, 
cab, train or plane, is not deduc- 
tible since it is a personal expense. 
On the other hand, (a) and (c) 
are both deductible. 

8. (c) Damage to your shrub- 
bery caused by children, dogs, or 
errant lawnmowers is not deduc- 
tible. If your home or lawn is 
damaged by fire, storm, or flood 
the loss not covered by insurance 
may be deducted. When large 
amounts are involved, it is wise 
to have an expert appraisal made 
immediately after the casualty. 

9. (b) Since your son works for 
you, you are not supposed to pay 
social security tax on his wages, 
nor is he required to make con- 
tributions. If your business is in- 
corporated, however, the corpora- 
tion must pay social security tax 
on his salary. 

10. (a) Your deduction for a 
charitable contribution is the 
value of the gift at the time it 
is made. You are not considered to 
have realized a taxable gain or 
deductible loss when you give 
property away. You may claim a 
deduction for the entire $1,500 so 
long as this amount does not ex- 
ceed 20 per cent (30 per cent in 
some cases) of your adjusted gross 
income. 

11. (b) The roof is considered 
an improvement, not an ordinary 
repair. The cost of replacing the 
roof is deductible as depreciation 
—spread over its estimated useful 
life. 

12. (c) In the absence of fraud 
or substantial understatement of 
income, the Federal government 
has three years from the due date 
of your 1957 return to check your 
return and bill you for additional 
tax. Since the due date of most 
individual returns is April 15 and 
for investigation purposes all re- 
turns are treated as though filed 
on the due date, you should be 
sure to save all check stubs and 
receipted bills to prove your de- 
clared deductions until April 15, 
1961. 

13. (c) The fee which a certified 
public accountant charges you to 
prepare a tax return or defend the 
accuracy of your return before the 
Treasury Department is deduct- 
ible in full if you itemize deduc- 
tions. 


New Data on Redwood 
Exterior Finishes 


Exterior finish tests on redwood 
carried out by the California Red- 
wood Assn. over the past eight 
years have shown that the most 
satisfactory results are obtained 
when the wood is left to weather 
naturally without benefit of any 
finishes or with the application 
of a water repellent to retard the 
natural weathering process. 

Where a finish is desired, great- 
er efficiency was found to be ob- 
tained when used on rough-faced, 
or re-sawn, redwood. This rough 
surface will hold a finish from two 
to four times as long as a smooth 
surface. As an aid to those who 
wish to apply a finish, the redwood 
association has published a revis- 
ed supplement to its Redwood 
Data Sheet 4B3-1, “Exterior Fin- 
ishes for Redwood.” 

The supplement is the result of 
extensive tests by the CRA’s re- 
search division on various natural 
exterior finishes for redwood. The 
supplement lists the 20 natural 
finish systems which have met 
CRA’s minimum durability stand- 
ards. These are the “survivors” 
of 285 finish systems which have 
been submitted to the CRA for 
testing in the past eight years. 

Finishes are applied to redwood 
panels and submitted to an ac- 
celerated weathering test. At the 
same time they are exposed to 
natural weathering on a test fence 
at Cloverdale, Calif., for a period 
of 18 months. Finishes which pass 
these initial tests are then listed 
in the supplement, issued periodi- 
cally. 

CRA also maintains test sta- 
tions in Arizona, Minnesota, Texas, 
Missouri, Illinois, New York, and 
Florida under a variety of cli- 
matic conditions. Finish systems 
which fail under any of these 
climatic conditions are dropped 
from the supplement. 

Materials tested include water- 
repellents, bleaches, flat pigment- 
ed stains, combinations of glossy 
stain and clear, and glossy clears. 

CRA recommends that finishes 
using a clear gloss must be con- 
stantly maintained to achieve any 
success. The use of water-repel- 
lents to obtain a pleasing and nat- 
ural weathering of redwood is 
highly recommended. 

The Data Sheet supplement may 
be obtained from the California 
Redwood Assn., Dept. SBS, 576 
Sacramento Street, San Francisco 
11, Calif. 
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HELPFUL BOOKLETS Free! 


On this and subsequent pages of S-B-S, you are offered an 

excellent selection of literature on new Building Materials and 

Products. For free copies of this helpful literature, just fill in 
and return the handy postage-paid reply card below. 





101-3. WOOD SIDING FINISHES. Three articles 1-A. FLUSH DOOR INSERTS. Catalog shows 33-B. MASONRY WALL REINFORCEMENT. Bul- 
by John Reno are available in reprint form. They glazed D door louvers, letin gives specifications and shows Dur-O-WalL 
include “Natural Finishes for House Sidings, gud Diaant Geccentive pleats. Ehase Sush-deez wall reinforcement with cavity, 
“How to Remove Stains from House Sidings,” and inserts = ee ae Ste and coursed, or stacked course masonry wall, and 
‘Prevent Paint Blisters and Stains on House Sid- selling. Georgia Art Co., Dept. SBS, 230 with . Dur-O-Wal Products of Alabama, 
tos. ee oe ee, SS oe Garnett Street 8. W., ta 3, Ga. Inc., SBS, P. O. Box 5446, Birmingham 7, 
ee eo 2-A. RUST-RESISTANT NAILS. Pocket-size hand- 
102-3. METAL BUILDING PRODUCTS. Catalog 57 beek gives specifications for rust-resistant Storm- 39-B. METAL MOLDINGS. A Sone catalog shows 
Py Fo ef tf ay A ~ Ry PEPE ia. "Mase a A eR, A 
steel lintels, bridging, wall ties, mortar boxes, Co., Dept. SBS, 400 Church Boulevard, Peru, [il. a and prices. Metal Inc., Dept. 
a eas 4. fe 3-A. DOOR LITE INSERTS. Soutt Lite SBS, P. O. Box 1072, Youngstown, 
Co., Dept. SBS, Sweetwater, Tenn. , , SBS, 46 Westland Boulevard 8. W., 45-B. MORTAR CEMENT. “Facts and Tables for 
piringprss A . fiehea 10, wn offers a CC -: that o, i. the User of Mortar — is a! covering 
103-J. FIBER-GLASS ELS. New AIA folder plan doors. - es uses. judes ratios 
gives complete technical date, specifications, and tions included for Royalites, Royalouvers, and oe — a  ~  y 
installation a pictures of Lascolite fiber-giass panels. Royalplants. Dixie Cement . SBS, East 42nd 
{3 ditterent panel colors, Lyuch Asbestos Oc; Dept «1-3. INCINERATORS. Donley incinerators for Uwe” New Nore Uh N.Y 
eren’ ; ” 
43 B, 2938 South Sunol Drive, Los SA ape ———, and other bulldings are — ag BUILD yaeseges. pow Pe 
Calif. given for flue-fi floor-fed garden, and prefabri- build’ products and also essential data on their 
104-J. SCREEN PRODUCTS. Complete line of cated steel Donley : aeee, Jalousies, —— shingles, 
Loxcreen products is detailed in twe-color SBS, 13905 Miles Avenue, Cleveland 5, Ohio. Lae and — os masonry 
Included are tension screens; Loxframe all-alu- 14-B. TENSION SCREENS. New dealer sales manu- 3, N. J. : 
minum screens; Loxtrim screen frame aoces- al outlines 22 reasons for using Tension-tite alu- : 
— a oe ee ee ee minum screens and shows of a dealer 1@2-B. WOOD DOORS AND WINDOWS. A folder 
Se lara Se, Se., Seek Ee . Oo. making a sale, with his te the custom- ond oes Sa peeent Eimso Suttes as 
Box 5133, Columbia, 8. C. er. Rudiger-Lang Co., SBS, International oma re painting. A folder and 
Trade Mart, New Orleans 12, La. ‘hare Hlmco-Vent operating and Rimco- 
of all-purpose Seaview’ shelter, ‘rem ‘attached © 15-B, LUMBER PACKAGING. “Hew to Protect V0, S208 fg 
¢ te free-stan patio. Built of aluminum Lumb Wi Paper for Shipment and Rock Island, IL Ca ’ 
po awnings pong nh SeaView jo toot ad with for shipping. dn ad 103-B. WESTERN PINE sOU USES, WPA’s 
Dept. SiS, 4050 N. W. 20h Street, Mlaml, Fin. sales. “American Shealkraft Corp. Dept. SBS, At- 1959) membership’ alrectory. sts 44®, member ‘mils 
106-3. VITRIFIED CLAY PRODUCTS. D 's F full-color folders show recipes and 
wall coping, fue lining, drain tile, Perma-line pe 8-B. WALLBOARDS. Colorful Ilterature | presents veppetueal ipampies Western Pine Asean. Dept. 
brochure. Sewage system installations are sug- beards, Lecksire Paintcote interior, and Asphaitic SBS, Yeon » Portland 4, Oregon. 
gested. W. 5S. Dickey Clay Manaf Co., —s. insulating beards. Free = Plas- 104-B. ASPHALT ROOFING, ASBESTOS SIDING. 
Dept. SBS, P. O. Box 2028, Kansas City Me. —— ‘all Beard Ce., Dept. SBS, Station B, Folder shows use of hurricane-tested asphalt roof 
1-K. METAL LATH, ACCESSORIES. Colorful cata- eee a gg EE Wg X-y Ft 
log brochure shows and describes types of metal ee. Pee, Seer SRE. Te Phe Bast a asbestos clapboard . Ruberoid Co., 
lath, accessories, and partition svstems of the fala ay aus > this “ tea. <td Dept. SBS, 500 Fifth Avenue, New York 36, N. Y. 
ee net ate Fabien cine are text Gea =o bime_ unit’ can be used singly, in Froupe, ribbons,  105-B. ALUMINUM PRODUCTS. Weather-Proof 
SF nak Gaakaain Gar te he ee and stacks. The folder aiso covers Dixon Weather- alaminum preducts are described four folders: 
* Lek double-hung units. Zuber Lumber Co., Dept. adjustable window awnings; triple- combina- 
= WINDO' DOOR PRODUCTS. Vulco alu- SBS, P. O. Box 964, Atlanta 1, Ga. tien double-hung windows; combination sterm- 
- ni on and i * i screens, screen H sterm-screen door 
m noo deal st 23-B. BITUMINOUS SEWER PIPE. “Tips for In- -storage com eather-Proof 
dowe ond comblantton storm =, hardware and <r peo A ~~ es a Dept. "SDs, 1407 E. 40th Street, Cleveland 3, Obie. 
encoun’ ¥ ypes so! n 
are described in the Versatile Valeo” cata- Fists six tips on trenching and backfilling. It shows 106-B. FIR PLYWOOD FACTS. Available to deal- 
log. Produc , oa i how pipe is easily sawed to fit. Orangeburg Manu- ers and their for which home addresses 
Sixth Avenue South, facturing Co., Inc., Dept. SBS, Orangeburg, N. Y. ove cum te Dengine Fir Fivwesd fam Dest, Sus, 
1-L, CEDAR-SHAKE PACKAGE. Literature de- %-B. ASPHALT ROOFING MATERIALS. Four- pene SE, Street, gievest on Be cian tae 
a handy consumer package of Shakertown gaoe ontuies insert gives com) a, an a advantages, ae much “knew- 
Glumac shakes, matching-coler nails, and ‘Jiffy of uses, and direc’ er both co hew.” 
Vo a a ee a 7 tee 
Sesle. san Road, Cleveland 22, Ohio. , Dept. SBS, El Dorado, Ark. és ‘ Maid line of wood cabinets for kitchen walls, 
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110-B. PLASTIC WATER PUTTY. eect 102-H. FACT FILING FOLDERS. Nineteen SSIRCO 
shows uses for Durham's Rock- water Fact Folders provide dealers with a handy 
putty, explains how to t, and lists types ence library on such items as aluminum 
of cus who ae bie.” Donald and siding, asphalt products, farm gates, insula- 
Durham Co., Dept. SBS, Box -0, Des Moines, ” ete. The company will mail the latest 
: 108-C. PLASTIC-FINISHED PANELS. Full-color product Information , oR 8 Bs 
111-B. WOOD WINDOWS. “For Hs Living” poe ot Mg ay A ays States Iron Roofing Co., Dept. SBS, P. O 
“page, full-color booklet that shows finished wall and ceiling panels. It shows full 5° 1367, Atlanta 1, Ga. 
full-color Sas ee Dae Ce variety of colors and patterns—Hi-G Marble 104-H. ALUMINUM WINDOWS. Five color bro- 
ilentite and Style-Trend |W Panel, Woodpanel, Flax lock, and describe Ualco aluminum 
new and jobs. Curtis Companies Korelock, ‘Marah Wall Products, Tinc..’ Dept. "SBS, horizontal sliding, residential fal awn- 
Service Bureau, Dept. SBS, Clinton, lows. Dover, Ohio. ing, casement, and desble-hung windows. All bro- 
112-B, IRON RAILING AND COLUMNS. Folder 2 specifications, tion 
os tiem ef complete ornamental tren ae c. ween Dy ye — ae ‘Wieetiee Rew} — a. age Oe Sales & Supply Co., Inc., 
job for Do-It-Yourself trade, and lists parts re- = he... Ne. » Gheiielé, 
es = and installation procedure. Versa Products 1056 shows details and gives sizes and of 102-I. WOOD GARAGE DOORS. Two color bro- 
; Dept. SBS, Lodi 4, Ohio. Fit ‘n’ Finish shutters with movable louvers. Sam chures describe illustra wide range of 
114-B. VENTILATORS. The Leslie line of ventilat- rs Win Se See. Dept. SBS, 5035 Willits Avenue, a styles, rs Another ioe Bey ee oJ iphoto: 
and vity allas 6, fraps of a in use. 
in a catalog folder. fneluded are Leslie slant roof 2 ROOFIN Flintkote L } Dixon, i 
ventilators, vertical wall and triangular louvers, and 1D. _ ASPHALT a, SIDING wn Oy _ 
wall and under-eave ventilators. Leslie W 7 in full color in » catalog end eu 101-E. METAL WEATHERSTRIPS. Southern Metal 
Co., ae a SBS, 2943 W. Carroll Avenue, siven on strip } ante ww Pg a mg Sie, Fasteotes and 
3 described in ca‘ 0. - bro- 
118-B. WOOD WINDOW WALLS. Complete line accessories.” Flintke nce. Dene SBS, 30 Hocke- pen gl aay We avallab 2 oo 
dow units for residen feller Plaza, New York 20, N Corp., Dept. SBS. S21 Rayner Street, Memphis 14, 





wi 
institutional, and. Light 4-D. ASBESTOS-CEMENT PRODUCTS. Several 
N 1 d in dealer 7 -! 

pg | 0. 57 and’ ty ot poe ns gy aa 38 brochi and folders—severai i color—sh: basis E. PRESSURE-TREATED LUMBER. “Saf 
clude Flexivents, t, and double- Century, No. 5, roofing 4 Bose overpass g, Dollars W : 
hung < ee — --y units. ‘anderson Corp., D interior and exterior use; lightweight ted Lumber : a seer brochure illustrating a) 
SBS, Minn. Keasbey Mattison Co.. Dept. comune of inst deterioration rom 
101-C. PLYWOOD PRODUCTS. The Weldwood SBS, Ambler, Pa. ret-preduclng™ fungi and Koppers Building, Pittsburgh 
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More Helpful Booklets 


(Use REPLY CARD page 34) 


101-L. CONCRETE PLANTS. Brochure describes 
and illustrates exact procedure for planning con- 
evete plants for lumber yards. Complete specifica- 
tions are given for nine types of concrete plants. 
Information on cement storage and aggregate 
——a is included. The C. 8S. Johnson Co., 
Dept. SBS, P. O. Box 71, Champaign, Ill. 


102-L. STEEL FRAME BUILDINGS. Booklet with 
diagrams and color illustrations shows Steel Span 
buiidings for farms, warehouses, hangers, and 
industrial uses. The post-free buildings save time 
on erection. Available in widths from 30 ft. to 
60 ft., with choice of sidewalls. Cuckler Mfg. Co., 
Dept. SBS, Monticello, Iowa. 


103-L. WINDOW COMBINATIONS. Three types of 
Anderson aluminum Sontocs are described in 
separate catalog shee’ fully illustrated. They 
include Vacol Triple Tit, the jalousie combina- 
tion, and Vacol awning windows. V. E. Anderson 
Mfg. Co., Inc., Dept. SBS, Owensboro, Ky. 


104-L. IRON RAILING AND COLUMNS. A two- 
color brochure illustrates complete line of orna- 
mental iron for r 1 uses. for 
columns and railing are given in detail. Con- 
struction designs are included. Logan Co., Dept. 
SBS, 201 Cabel Street, Louisville 6, Ky. 


105-L. MODERN WOOD PANELING. Colorful 
literature describes Long-Bell’s Flakewood paneling 
for contemporary interiors, and mahogany finish 
Ven-O-Wood for economical use in per ey offices, 
and stores. Specifications are included. ter 
national Paper Co., Long-Bell Division, Dept. SBS, 
928 Grand Avenue, Kansas City 6, Mo. 





Makes Terne Plate Again 


The Republic Steel Corp. is 
reviving its production of terne 
plate and adding another steel 
building specialty with the com- 
pletion of a new continuous terne 


its Warren, Ohio, 


metal line at 
plant. 

Initial schedules call for a 
monthly output of 500 tons of 
seamless rolls, roofing sheets, and 
flashing shingles. Coils and cut 
lengths will go to the metal fabri- 
cating field, where shortage of the 
material has recently retarded de- 
velopment of new applications. 

The new product will be stand- 
ard ternes for fabrication of fire 
doors to conform to Fire Under- 
writers’ specifications. 


Organize Expansion 
Joint Institute 


A new Expansion Joint Institute 
has been formed by the follow- 
ing organizations: Celotex Corp., 
W. R. Meadows, Inc., Presstite- 
Keystone Engineering Products 
Co., and Servicised Products Corp. 

The Expansion Joint Institute 
was formed to promote the fol- 
lowing objectives and purposes: 
(1) To conduct research in the 
manufacture, uses, and applica- 
tions of premolded joint mate- 
rials; (2) to be the collecting, 








publishing, and disseminating body 
for statistics and information of 
interest to the institute members, 
the building industry, and the 
public; (3) to promote and em- 
ploy fair and equitable practices 
calculated to serve the best in- 
terests of those engaged in the 
premolded joint industry and the 
public who buy and use the prod- 
ucts of the industry; and (4) to 
cooperate in the adoption and 
maintenance of uniform and high 
specification standards in the man- 
ufacture of premolded joint ma- 
terials. 


Bird & Son in St. Louis 


Bird & Son, Inc., has opened a 
new building materials warehouse 
in St. Louis, Mo., to afford a 
stable, unvarying supply of all 
Bird roofing products for its great- 
er St. Louis and eastern Missouri 
customers. 

The 20,000-square-foot ware- 
house will be stocked with Bird 
asphalt shingles, roll roofing, built- 
up roofing, insulating sidings, ce- 
ments, coatings, and insulating 
materials. 

















THE 


Produced by One of 
America’s Largest Manufacturers 
of Aluminum Insect Screening 


e NEVER RUSTS 
e@ NEVER STAINS 


e@ PERMANENT TIGHT SEAL 
e SCREW GRIP HOLDS SECURELY : 
e@ DRIVES STRAIGHT WITHOUT BENDING ©“ 


NUMBER 1 BUY IN ALUMINUM ROOFING NAILS! 


SCREW-GRIP with 
NEOPRENE WASHER 


Another Phifer Nail that never fails! 
be over-driven. The head will not fly 


BOX 9007 


NAME 
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off because of expansion or contraction 
during weather changes or high winds. The long-life neoprene washer seals 
its own hole — securely and permanently. Find out more about this wonder 
nail. Write for illustrated brochure 


PHIFER WIRE PRODUCTS 


today! 


PHIFER WIRE PRODUCTS 
BOX 9007, Tuscaloosa, Ala. 


Send us brochure and price list with specifications on 
minum Nails by return mail. 


Phifer Alu 


ADDRESS 


Drives straight and true, yet can’t 


TUSCALOOSA, ALA. 





For more details on above items, use Coupon on Page 34 35 











PRODUCT PARADE 








WOODGRAIN GYPSUM BOARD 


Three new finishes have been in- 
troduced in the VU. S. Gypsum 
Company’s pre-decorated Sheetrock 
Woodgrain line. They are Ranch 
Pine, Cherrywood, and Sablewood. 

The %” gypsum wallboard with 
pre-decorated face paper is recom- 
mended for new construction as well 
as the remodeling, commercial, and 
Do-It-Yourself markets. 

The surface of the Woodgrain 
board is washable with mild soap 
and water. After installation, it can 
be either waxed or varnished for 
further durability. 

The gypsum board is applied with 
nails pre-decorated to match the 
woodgrained pattern colors. It is 
available in both 4’ and 16” widths. 
U. S. Gypsum Co., Dept. SBS, 300 
W. Adams, Chicago 6, Ill. 

Write P536 on reply card, page 34. 


MASONRY WATERPROOFING 


Bondex silicone waterproofing is the 
newest masonry waterproofing prod- 
uct of the Reardon Co., Dept. SBS, 
7501 Page Street, St. Louis 6, Mo. 

A clear liquid waterproofer, the 
product is said to provide long last- 
ing one-coat protection against water 
penetration and moisture damage for 
exterior surfaces, including brick, 
concrete, concrete block, stucco, mor- 
tar, stone, and asbestos. 

Ready-mixed for immediate use, 
the material can be either sprayed 
or brushed on masonry surfaces. 
Bondex silicone waterproofing is 
available in qts., 1 gal. and 5 gal. 
cans, and in 30 gal. and 55 gal. 
drums. 

Write P537 on reply card, page 34. 
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PROJECTED ALUM. WINDOW 


A new UALCO aluminum inter- 
mediate projected window is offered 
by the Southern Sash Sales & Supply 
Co., Inc., Dept. SBS, Sheffield, Ala., 
to provide seven new construction 
features. 

The projected window is con- 
structed with an integral drip cap as 
part of the head section of every 
project-out ventilator. The meeting 
rail is of an assembled hollow shape. 
A slide shoe assembly is doweled 
onto the ventilator with two %” 
dowel pins cast in one piece. The 
positioning arms are attached to 
brackets with stainless steel rivets. 

The series 500 and 700 projected 
aluminum windows have double- 
bulb type vinyl weatherstripping on 
interior and exterior sides of ventila- 
tor. 

Write P538 on reply card, page 34. 


PLYWOOD SHEATHING . 


A guaranteed plywood sheathing 
selling at the regular sheathing price 
is being produced by the Georgia- 
Pacific Corp., Dept. SBS — 13-A, 
Equitable Bldg., Portland 4, Ore. 





This new sheathing is chemically 
treated to store outdoors — up to a 
year — mold-free and without de- 
lamination. All panels are edge- 
sealed with a special black-colored 
sealer to help prevent moisture ab- 
sorption during storage. The panels 
come steel-strapped in 25” thick 
packages. 

G-P Guaranteed Premium Sheath- 
ing is available in standard 4’x8’ 
panels in five thicknesses: 5/16”, %”, 
%”, 53”, and %”. The sheathing is 
face-branded “Georgia-Pacific Guar- 
anteed Premium Sheathing.” 

Write P539 on reply card, page 34. 


VINYL FOLDING DOOR 


Medium-priced Magic-Fold doors are 
now available with pantographic 
action, affording uniformly spaced 
folds in the door. Because of this 
added feature, the doors require 
stacking space of only 4%” for 32”- 
wide openings. 

Magic-Fold doors are constructed 
of vinyl, with Masonite hardboard 





baffle cores hidden in the heat-sealed 
vinyl pockets. A complete selection 
of handles and locking devices is 
available for the doors. Other fea- 
tures include a matching fascia board 
that forms a valance when attached 
to door jambs. 

These folding doors are available 
in decorator colors and come in a 
complete range of standard and 
custom sizes. Closures Sales Corp., 
Dept. SBS, 553 E. Forest Ave., De- 
troit 1, Mich. 

Write P540 on reply card, page 34. 


UNDERSINK CABINETS 


The Plumbing and Heating Division 
of American-Standard, Dept. SBS, 
40 West 40th Street, New York 18, 
N. Y., offers undersink kitchen cabi- 
nets for Royal Hostess cast-iron 
sinks and Duplex Hostess cast-iron 
sink and laundry tray. The cabinets 
are 34%” high and 24%” deep. 
Features include: simplified in- 
stallation due to one-piece construc- 
tion, easy-grip handles with protec- 
tive guards, recessed sub-base, fixed 
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New 


TEAR TAPE 
FOR EASY 
OPENING! 







First to introduce the handy Nail Caddy, Atlantic Steel 
Company is first again with another great advance in 


ZIP... AND THE 


TOP COMES OFF! nail packaging. 


The Nail Caddy now comes with a built-in tear tape that makes 
it easy to open. 

Nothing else has been changed. It’s the same sturdy, reinforced 
fiberboard container, easier to handle, store, display, and use. 

Order DixisTEEL Nails in the new Nail Caddy with the con- 
venient tear tape. 


MAKERS OF 






ATLANTIC STEEL COMPANY 


Bad ee 
P.O. BOX 1714 ¢ ATLANTA 1, GEORGIA e TRinity 5 ; iad 





SINCE 1901 
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metal sheives, smooth drawer action 
on nylon-bearing guides. 

The cabinets are available in two 
models: Custom in 72”, 60”, 54”, and 
42” lengths; and Economy in a 42” 
length. 

Write P541 on reply card, page 34. 


WINDOW ADJUSTMENT BAR 


The Monarch Metal Weatherstrip 
Corp., Dept. SBS, 6335 Etzel Ave., St. 
Louis 14, Mo., offers a new adjust- 
ment bar for its MetaLane 470 com- 
bination window jamb weatherstrip 
and spring balance. 

For easy window spring adjust- 
ment, the bar features a counter- 





balance spring to increase or de- 
crease tension as required. 

Also offered is the improved “470” 
combination, with the new adjust- 
ment bar, in packages. Each package 
comes complete with both right and 
left jamb and spring balance assem- 
blies with adjustment bar, and nail- 
on type fold-back MetaLane weath- 
erstrip for head, check rail, and sill. 

Write P542 on reply card, page 34. 


PLYWOOD PARTITIONS 


Two new Weldwood movable parti- 
tion panels are offered by the United 
States Plywood Corp., Dept. SBS, 
55 West 44th St., New York 36, N. Y. 
One is for low-cost installation and 
the other is designed for rugged 
abrasive wear. 

The Novowall partition panel may 
be ordered in either the natural state, 
a wood mosaic surface of Novoply— 
or it may be pre-finished in any de- 
sired color of paint. It is available in 
1%” thickness, and is constructed of 
wood flakes for outer surfaces, and 
with a core of wood chips. 

Kalistron partition panels are con- 
structed of a transparent viny! plas- 
tic sheet to the underside of which 
the color is applied. They are backed 
with flocking. Kalistron is well suited 
to construction where rough, abrasive 
wear is involved. Available in a wide 
range of patterns and colors, it is 
easily maintained. 

Write P543 on reply card, page 34. 
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INSULATION SHEATHING 


A new %” insulation board sheath- 
ing that can be used without corner 
bracing is now offered by Johns- 
Manville, Dept. SBS, 22 East 40th 
Street, New York 16, N. Y. 

Trade - named Strongbord, the 
product is a large, tough sheet 
made of pine and other wood fibers 
bonded together with special bitu- 
minous compounds to form a dense, 
rigid sheet of exceptional strength 
and high moisture resistance. 

The material is available in sheets 
4’ wide, and 8’ and 9 in lengths, 
permitting easy handling on the job. 
The firm density of Strongbord is 
said to permit asbestos or wood 
shingles to be attached directly to 
it with ring-barbed nails. 

Write P544 on reply card, page 34. 


STRAPPING MACHINE 


The Signode Steel Strapping Co., 
Dept. SBS, 2600 North Western Ave- 
nue, Chicago 47, Ill., offers a new 
Signode model AE strapping ma- 
chine. It features a small 115 volt 
motor weighing only two lbs., which 
provides exact and unvarying ten- 
sion with push button ease. 





The model AE is designed for con- 
tinuous duty under the most rigor- 
ous work conditions. It is construct- 
ed for use wherever 115-volt, 60- 
cycle AC current is available. 

The machine is operated easily by 
hand and a touch with wrench or 
conveniently located hex knob sets 
and holds calibrated tension. A sin- 
gle stroke hand lever seals and cuts 
the strap. 

Write P545 on reply card, page 34. 


STAKE TRUCK 


The Dodge D 300 model stake truck 
is offered by Dodge Trucks, Dept. 
SBS, 2741 E. Jefferson, Detroit 7, 
Mich., to meet the requirements of 
lumber and building supply dealers 
for a heavy-duty truck with the 
versatile features of a pick-up truck. 

The D 300 model track is de- 
signed with stake sides for easy 
changing to allow for delivery of a 
wide variety of building materials 
and supplies. It is one of 24 differ- 
ent stake and platform models of- 
fered by Dodge. 

The stake body is available in 
7%’, 9’, 12’, and 14’ lengths. Maxi- 
mum weight ratings range from 
5,100 to 19,500 lbs. This model comes 
with 120, 125, 130, 141, 204, or 207 
horsepower. 

Write P546 on reply card, page 34. 


RECIPROCATING SAW 


R.C.S. Tool Corp., Dept. SBS, P. O. 
Box 661, Bloomington, IIl., offers an 
electric reciprocating saw that en- 





ables users to cut flush with any 
surface with easy cutting operation. 

“Model 250 Super Saw” is de- 
signed to cut baseboards, quarter 
round, bolts, pipes, rods, conduit, 
and nails flush with the surface. 
This all-purpose electric hack saw 
weighs 8 lbs. and has over-all length 
of 16” and is equipped with % HP, 
5 amp. motor. A rocker guide per- 
mits direct cuts into wood or com- 
parable material, so no starting hole 
is necessary. 

A complete line of saw blades is 
included for all cutting operations. 
Unique color method is used for 
quick identification of metal blades, 
in 14, 18, 24 and 32 tooth sizes. 

Write P547 on reply card, page 34. 


PREFINISHED HARDBOARD 


Two new Marlite wallpanel patterns 
are offered by Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio, in- 
cluding the Imperial marble and the 
star-motif Celestial. These 4’x8’ 
panels may be installed as walls, 
ceilings, sliding doors, counter and 
sink tops, or as surfaces for built-ins 
and furniture. 

The Imperial pattern, a reproduc- 
tion of real marble, is available in 
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“ EVERYTHING HINGES ON HAGERS.” 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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colors of gold, powder blue, gray, 
pink, aqua, foam green, and charcoal. 
The Celestial pattern is character- 


ized by stylized stars in three sizes, © 


superimposed on a textile design 
background. The pattern is available 
in pink, blue, green, smoke, yellow, 
charcoal, and gold. 

These prefinished Marlite hard- 
board panels have soil-proof surface 
of melamine plastic. They are re- 
sistant to abrasion, heat, moisture 
and spillage. 

Write P548 on reply card, page 34. 


ROLL-ON ADHESIVE 


Milmark Laboratories, a division of 
the Mastic Tile Corp. of America, 
Dept. SBS, N. Montgomery Street, 
Newburgh, N. Y., offers a roll-on 
floor tile adhesive that can be ap- 
plied from a standing position. 

Covering up to 300 sq. ft. per 
gallon, the new adhesive can be 
applied on saturated felt, wood and 
concrete floors on, above or below 
grade. Laboratory tests show that 
open time on the adhesive is almost 
indefinite. 

Suitable for use with asphalt and 
vinyl-asbestos floor tile, Milmark 
roll-on adhesive is applied with an 
inexpensive carpet-type paint roller. 

Write P549 on reply card, page 34. 





BATH ACCESSORIES 


A new line of “replacement-type” 


40 


bathroom accessories is announced 
by the Autoyre Co., Dept. SBS, 1949 
N. Cicero Avenue, Chicago, Ill. The 
new “Fairfield Estate” group in- 
cludes a complete selection of sur- 
face-mounted and recessed acces- 
sories. 

A patented “Snap-In” fastener 
automatically locks the  surface- 
mounted fixture to the wall bracket 
without screws or special tools. A 
built-in, automatic spring action 
locks in each fixture when it is 
pressed to the mounting bracket. 

Eighteen items are available in 
the Estate line, five of them deep 
drawn chrome-plated brass type for 
recess mounting, plus towel bars, 
hooks, toothbrush holders for sim- 
ple on-the-wall installation. 

Write P550 on reply card, page 34. 


WINDOW COMBINATION 


A full - jamb 
weatherstrip and 
sash balance 
combination unit 
that assures 
quiet, effortless 
operation of win- 
dows has been 
introduced by 
Unique Balance 
Co., Dept. SBS, 
41 Magee Ave- 
nue, Stamford, 


Conn. 
The new prod- 
uct is quickly 


and easily in- 
stalled in open- 
ings up to 6’6” 
high and for sash 
weighing up to 
30 lbs. each. 

It is self adjust- 
ing to compen- 
sate for swelling 
or shrinkage of 
sash. 

The all-aluminum full jamb chan- 
nels are constructed for lifetime dur- 
ability. 

The product is bulk-packaged in 
cartons with sizes clearly indicated. 

Write P551 on reply card, page 34. 





MEDICINE CABINETS 


Bennett Manufacturing Co., Inc., 
Dept. SBS, Alden, N. Y., announces 
a new line of 3-way lighted sliding 
door medicine cabinets featuring 
“daylight illumination” from three 
directions. All lights may be turned 
off-on individually by a switch on 
each light fixture or simultaneously 
by a single wall switch. 

The cabinets are available in stain- 
less steel frames or with beveled 
edge mirrors of %”-thick polished 
plate glass. White baked-on enamel 
finish, inside and out, resists stain, 
abrasives, and chipping. 





Each cabinet is equipped with two 
bulb-edge glass shelves, a combina- 
tion toothbrush holder, and shelf 
bracket. 

Write P552 on reply card, page 34. 


WATER HEATERS 


The Patco Manufacturing Co., Dept. 
SBS, 231 North Bread Street, Phila- 
delphia 6, Pa., offers a new line of 
gas and electric water heaters. Both 
types have bonderized jackets, two 
coats of electrostatically sprayed 
enamel, Ultra-glass glass linings, and 
10-year warranties. 

The electric units are available in 
table top and round models. Gas 
units are available in High-Boy 
and Low-Boy models featuring the 
Magic Circle burner that provides 
hot water quickly. 

All models have fully automatic 
thermostats. 

Write P553 on reply card, page 34. 


CORNER REINFORCING WIRE 


The Keystone Steel and Wire Co., 
Dept. SBS, Peoria, Ill., offers an im- 
proved corner reinforcement for in- 
side corners, called Keycorner. 





The 4’ lengths can be lapped with- 
out adding to thickness for easy in- 
stallation. This woven wire product 
is galvanized to prevent rust streaks. 

Keycorner is said to provide almost 
double resistance to cracking when 
embedded in gypsum lath and plaster 
angles. 

Write P554 on reply card, page 34. 
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Get ready NOW for 


_ your biggest season in 


SCREEN and Se SASH 
fabrication and sales 





HOMESHIELD 


AMERICA’S MOST COMPLETE 


Aluminum screens and storm sash for double hung windows, 
casements, jalousies, awning windows...even patio and 
porch enclosures can be fabricated easily with Homeshield 
components. For Homeshield offers the widest choice of 
aluminum frame sections in America, plus aluminum and 
fiberglas screening. With little investment on your part, you can 







Get all the facts! 
MAIL THIS COUPON 
TODAY 






Homeshield Franchise Distributorships 
are available in certain areas. 
Write for full details. 








LINE OF COMPONENTS 
profitably make and sell screens and storm sash from these 
components. You'll get all the advantages of Homeshield’s 
complete interchangeability of screens and storm sash, 
precision quality at low cost, plus expert production and 
sales assistance. Add this to the value of the Homeshield 
brand name. Result—tremendous sales appeal. 


American Screen Products Company 
Dept. SBS-12, 61 East North Avenue, Northlake, Ill. 


Send me all the facts on how I.can profit from making and 
selling screens and storm sash with Homeshield components. 


Company Name 





Address 








City Zone State. 


Your Name 





ls ld sides nie conn tees tis te cine dhe tn ad 


AMERICAN SCREEN PRODUCTS COMPANY 
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PRODUCT BRIEFS 





MASTIC ADHESIVE for bonding 
rigid and semi-rigid plastic foams 
to themselves and to other mate- 
rials such as wood, metals, etc., 
is now offered by Rubber & Asbestos 
Corp., Dept. SBS, 225 Belleville Ave- 
nue, Bloomfield, N. J. The new prod- 
uct, trade-named Bondmaster G458, 
incorporates a special solvent blend 
said to minimize cell collapse due 
to attack on the surface of the 
foamed styrene. 

Write P555 on reply card, page 34. 


ACCESS TILE provides the only 
standard concealed suspension sys- 
tem of acoustical tile ceiling which 
has full accessibility to the space 
above. The Fiberglas tile is available 
in textured, fresco, perforated, striat- 
ed, and random perforated finish. It 
measures 12” x 24” x %”, and is 
specially kerfed for installation on a 
concealed “Z” spline mechanical sus- 
pension system. Owens-Corning Fi- 
berglas Corp., Dept. SBS, Nicholas 
Bldg., Toledo 1, Ohio. 

Write P556 on reply card, page 34. 


WOODEN LEGS are now manufac- 
tured by Gerber Wrought Iron 
Products, Inc., Dept. SBS, 2540 
Farrar Street, St. Louis 7, Mo. These 
high-quality, low-priced table legs 
are made of kiln-dried hardwood 
and ready for finishing: Reversible 
2-way steel top plate provides easy 
attachment for straight or flared leg 
position. Packaged complete in sets 
of 4 with 5/16” hanger bolts in sizes 
o"; 3,12", 316%, 22, end 28": 

Write P557 on reply card, page 34. 


CONCRETE FORMS for building 
gate or fence posts, driveway cul- 
verts, curbs, boat docks, piers for 
porches, etc., are availab)2 from Easi- 
Bild Pattern Co., Inc., Dept. SBS, 
P. O. Box 215, Pleasantville, N. Y. 
These sturdy cardboard tubes pro- 
vide low-cost, time-saving installa- 
tion of concrete construction. The 
tubes are available in 6”, 8”, 10” and 
12” diameters, and in 4’, 6’, and 10’ 
lengths. 

Write P558 on reply card, page 34. 


UNDER-COUNTER DISHWASHER 
only 18” wide, but capable of pro- 
ducing a full wash load of 100 pieces 
in a 14%-minute operating cycle, 
is available from the Cribben & 
Sexton Co., Dept. SBS, 700 N. 
Sacramento Boulevard, Chicago 12, 
Ill. The “James Universal” model 
may be installed under any section 
of a continuous counter top, or to 
the right or left of a cabinet ar- 
rangement. The front metal panels 
are available in decorator colors. 
The metal panel may be replaced 
by wood paneling to match wood 
cabinets. 

Write P559 on reply card, page 34. 
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FLOORING PACKAGE contains 
36” x 2” prefinished floor strip to 
cover 25 sq. ft. of floor area. It is 
offered by the E. L. Bruce Co., Dept. 
SBS, Box 397, Memphis 1, Tenn. The 
Bruce Crestwood nested cartons are 
8’2” long, and weigh only 34 lbs. The 
cartons also contain the correct kind 
and quantity of nails, with complete 
installation instructions. 

Write P560 on reply card, page 34. 


VARNISH STAIN by Masury, known 
as Cosmo spar, is companion to 
Cosmo spar varnish and enamel. In 
addition to regular ground color, 
another is almost white, to be used 
in obtaining the modern blond ef- 
fects. Two new stains — one blond, 
another cherry — have been added 
by John W. Masury & Son, Inc., 
Dept. SBS, 1700 Bayard St., Balti- 
more 30, Md. 

Write P561 on reply card, page 34. 


METAL CLOSET ROD. The Lou- 
ver Manufacturing Co., Dept. SBS, 
3601 Wooddale Avenue, Minneapolis, 





Minn., introduces a metal closet rod 
called the Lo-Man-Co Adjusta-Rod. 
Constructed of heavy-gauge steel 
tubes, the rods are available in four 
expandable widths with either plated 
or enamel finish. They are inexpen- 
sive and easy to install. 

Write P562 on reply card, page 34. 


GARAGE DOOR OPERATOR opens 
and closes single panel or sectional 
garage doors. Now offered by the 
Baytex Plywood Corp., Dept. SBS, 
4308 Alief Road, Houston, Texas, this 
device is known as “Malco Garage- 
Door Operator.” It is electrically 
operated and moderately priced. 
Write P563 on reply card, page 34. 


FOLDING DOOR HARDWARE of 
the concealed type is now available 
from the Acme Appliance Manu- 
facturing Co., Dept. SBS, 200 E. 
Railroad Avenue, Monrovia, Calif. 
The hardware is available in 2 
or 4 door sets, as well as bulk. A 
set consists of extruded aluminum 
track, pre-cut to fit openings up to 
8’, top and bottom pivots, jamb 
bracket, nylon wheel guide, door 
aligner, screw nails, and screws and 
hinges. Hinges may be either mor- 
tise-type or flat back, depending up- 
on design of fold-aside door. 

Write P564 on reply card, page 34. 


ALUMINUM WINDOWS — in res- 
idential and commercial single- and 
double-hung styles — are designed 
to meet Aluminum Window Manu- 
facturing Assn. specifications and all 
FHA requirements. They round out 
a full line of aluminum windows 
offered by the Stanley Building Spe- 
cialties Co., Dept. SBS, 1890 N. E. 
146th Street, North Miami, Fla. The 
windows feature wool pile weather- 
stripping and metal-to-metal contact 
at the interlocking meeting rail. 

Write P565 on reply card, page 34. 


MASONRY CLEANER entitled 
“Etch” is now offered by Edick Lab- 
oratories, Inc., Dept. SBS, 427 W. 
National Avenue, Milwaukee, Wisc. 
This lime solvent in powder form is 
said to be an effective masonry clean- 
er by adding water. Guaranteed not 
to corrode metal of any kind, it is 
said to be safe to work as it does 
not generate muriatic acid fumes. 
“Etch” is available in 2 lb. contain- 
ers, and in 25, 50, and 100 lb. poly- 
ethylene-lined fiber drums. 

Write P566 on reply card, page 34. 


STEEL SQUARES designed to aid 
the carpenter in determining the 
length of any common, hip, valley 
or rafter, are offered by Great Neck 
Saw Mfrs., Inc., Dept. SBS, Mineola, 
N. Y. The steel squares have body 
measurement of 24” x 2” and are 
available in blue steel, copper, and 
aluminum alloy. The tongue meas- 
ures 16” x 1%”. The brace table, 
octagon scale, and hundredths scale 
are shown on the tongue of the 
square. 

Write P567 on reply card, page 34. 


POLYETHYLENE FILM is offer- 
ed in a direct-mail package by 
Crystal-X Corp., Dept. SBS, Lenni 
Mills, Pa. The clear Crystalene poly- 
ethylene film is available in standard 
thicknesses of 0.0015 to 0.015 in 
widths of 3’ to 20’, and lengths of 
100’. Longer lengths may be obtained 
by special order. Sun-resistant black 
film is available in most standard 
sizes. 

Write P568 on reply card, page 34. 


ALUMINUM LADDERS, the first 
to be tested under the Label Serv- 
ice of the Underwriters Laboratories, 
Inc., are offered by the R. D. Werner 
Co., Inc., Dept. SBS, 295 Fifth Ave- 
nue, New York 16 N. Y. The Werner 
aluminum ladders have been exam- 
ined for construction, performance, 
and maximum safety and have met 
the rigid standards set up by UL. 

Write P569 on reply card, page 34. 


WING-NUT BOW SAW enables 
users to change blades in seconds 
and to maintain a constant blade 
tension at all times. It is lightweight 
and simple to use for farm or home 
construction. It is available with 
or without extended handle. Gensco 
Tools, Dept. SBS, 1830 N. Kostner 
Avenue, Chicago 39, Il. 

Write P570 on reply card, page 34. 
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URBAN RENEWAL 


(Continued from page 23) 


The Workable Program for Ur- 
ban Renewal is an assessment, or 
a self-analysis, by the community 
of its standing and its adequacy in 
terms of seven basic factors. 

A report submitted to the Hous- 
ing and Home Finance Agency by 
the chief executive of the com- 
munity on its status with respect 
to each of these seven elements 
constitutes the workable program 
submittal. The seven elements are: 

1. Codes and ordinances relating 
to construction and use of dwell- 
ings. 

2. Comprehensive community 
plan for the entire city or other 
unit of local government. 

3. Neighborhood analyses of resi- 
dential areas of the entire com- 
munity. 

4. Administrative organization 
within the community capable of 
effective enforcement and admin- 
istration of local measures to curb 
blight. 

5. Assurances of the community’s 
ability to finance its urban renewal 
undertakings. 

6. Assurances of the community’s 
ability and its willingness to aid 
appropriately in the relocation of 
families displaced in the locality 
from their homes by governmental 
undertakings. 

7. Effective citizen participation 
in the community’s total urban 
renewal undertakings. 

The second workable program 
element calls for the completion 
of a comprehensive community 
plan comprised of six minimum 
parts. These include land use plan, 
thoroughfare plan, community fa- 
cilities plan, public improvements 
program, zoning ordinance and 
map, and subdivision regulations. 

Neighborhood analyses are ac- 
tually an extension and a detailing 
of the land-use plan insofar as a 
community’s residential area is 
concerned. The resulting analyses 
indicate what kind of action a 
community should take in its sev- 
eral residential areas to maintain 
and to preserve them at or above 
minimum standards for decent, 
safe, and sanitary residential use. 

The Comprehensive Community 
Plan and the Neighborhood Analy- 
ses become a guide for the physical 
development of the community. 
Their preparation should be under- 
taken with full community support 
and understanding. This can most 


readily be achieved if the com- 
munity has an active and repre- 
sentative planning board. Local 
planning boards provide the source 
for the guidance and expression 
of community objectives within 
which the technical planning ac- 
tivity takes place. 

Unless a community has had a 
planning program, the technical 
planning talent, needed to develop 
and prepare the several planning 
elements, is not readily available 
to the community. Ways and means 
of securing that technical planning 
talent include: 

1. Private Planning Consultant 
Services. There are several pro- 
fessionally-qualified planning con- 
sultant firms which enter contracts 
with communities to render pro- 
fessional services. These sources of 
consultant services may be identi- 
fied from a number of sources. One 
means would be by reference to 
the professional advertisements in 
municipal and other local govern- 
ment periodicals. 

2. Planning Assistance to Com- 
munities by State Planning Agen- 
cies. An ever-increasing number of 
states have local planning assist- 
ance programs established as a 
state-level function. Under a con- 
tractual arrangement between 
community and state, communities 
in such states may derive planning 
services from the state agency. 

3. Federal Urban Planning As- 
sistance. Congress has made avail- 
able a program of Federal financial 
assistance for urban planning to 
official state planning agencies and 
to metropolitan and regional plan- 
ning agencies. 

This Federal aid program is 
aimed at stimulating local plan- 
ning, rather than at subsidizing it. 
While broader by far in scope, it is 
ideally geared to assist communi- 
ties achieve those workable pro- 
gram commitments related to 
planning. 

Under this program, no provision 
is made for direct Federal assist- 
ance to communities under 25,000. 
But, a state planning agency may 
apply to the Federal government 
for a grant up to half the cost of 
rendering planning assistance to 
communities under 25,000 popula- 
tion. The other half of the cost 
must be borne locally and with 
non-Federal funds. A state plan- 
ning agency may either retain its 
own technical staff or it may con- 
tract with private planning con- 
sultants to render professional 
service to communities. There is 
wide latitude as to how the pro- 
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“I certainly don’t expect all of my 
money back! Naturally, you'll have to 
take out for the sawdust I used.” 


gram may operate in a state. 

Financial assistance may also be 
made available to metropolitan or 
regional planning agencies with 
planning jurisdiction over an area 
including a city larger than 25,000. 

The Workable Program for Ur- 
ban Renewal requires a community 
to face squarely its individual 
problems of blight and deteriora- 
tion; it prompts a community to 
take an aggressive and a deter- 
mined stand for sound urban 
growth, and to plan a program for 
such growth. The workable pro- 
gram requirement made by Con- 
gress is paralleled by a variety of 
Federal aids and services to assist 
and to guide communities in their 
workable program commitments. 

Over 300 U. S. localities by Sep- 
tember 1 had qualified for Federal 
assistance in carrying out their 
urban renewal programs under the 
“workable program” provisions of 
the Housing Act of 1954, Albert M. 
Cole, administrator of the Housing 
and Home Finance Agency, re- 
ported. Although the larger cities 
developed renewal projects first, 
he pointed out that nearly 66 per 
cent of the localities with approved 
workable programs have less than 
25,000 population, and about 30 
per cent have under 5,000 popula- 
tion. 

Each “workable program” must 
be re-certified annually by the 
housing administrator, based on 
the community’s showing of rea- 
sonable progress in carrying out 
its program. By September 1, 120 
localities had received their sec- 
ond (and in a few cases their 
third) certifications. 

As of September 1, the follow- 
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ing communities in the Southern 
and Southwestern states had ap- 
proved workable programs for ur- 
ban renewal projects: 

VIRGINIA — Danville, Lynch- 
burg, Norfolk, Portsmouth, Rich- 
mond, and South Norfolk. 

WEST VIRGINIA — Wheeling. 

DELAWARE — Wilmington. 

DISTRICT OF COLUMBIA —- 
Washington. 

MARYLAND — Baltimore. 

ALABAMA — Alabaster, An- 
dalusia, Ashland, Auburn, Besse- 
mer, Birmingham, Blountsville, 
Brundidge, Carbon Hill, Colum- 
biana, Cordova, Cullman, Decatur, 


Demopolis, Dora, Dothan, Elba, 
Eufaula, Fayette, Florence, Ge- 
neva, Goodwater, Guntersville, 


Headland, Hobson City, Hunts- 
ville, Linden, Luverne, Midland 
City, Mobile, Montgomery, Oak- 
man, Prattville, Samson, Sheffield, 
Thomasville, Tuscumbia, and Wil- 
ton. 

FLORIDA — Cottondale, Cross 
City, Greenwood, Jacksonville 
Beach, Jasper, Panama City, and 
Springfield. 

GEORGIA — Abbeville, Alamo, 
Albany, Alma, Americus, Atlanta, 
Augusta, Bainbridge, Barnesville, 
Buena Vista, Cartersville, Cedar- 
town, Columbus, Comer, Conyers, 
Cumming, Dahlonega, Douglas, 
Elberton, Ellijay, Fairburn, Gaines- 
ville, Gibson, Glennville, Hartwell, 
Jackson, Jasper, Jesup, Lavonia, 
Lawrenceville, Lithonia, Lumber 
City, Lyons, Macon, Mansfield, 
Marietta, McDonough, Midville, 
Monroe, Moultrie, Nashville, Pal- 
metto, Rochelle, Roswell, Rutledge, 
Savannah, Talbotton, Thomasville, 
Valdosta, Warner Robins, Warren- 


ton, Waynesboro, Winder, and 
Wrightsville. 
KENTUCKY — Cynthiana, 


Frankfort, Hazard, Lebanon, Louis- 
ville, Newport, Paris, and Russell- 
ville. 

MISSISSIPPI — Holly Springs, 
Picayune, Tupelo, and Water Val- 
ley. 

NORTH CAROLINA — Kinston 
and Wilson. 

TENNESSEE — Chattanooga, 
Clarksville, Cookeville, Dyersburg, 
Fayetteville, Franklin, Gallatin, 
Lebanon, Lewisburg, Manchester, 
Memphis, Millington, Murfrees- 
boro, Nashville, Shelbyville, South 
Pittsburg, Springfield, Trenton, 
‘Tullahoma, Union City, and Wav- 
erly. 

ARKANSAS — Little Rock and 
Stamps. 
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KANSAS — Hutchinson and 


Kansas City. 


LOUISIANA — Berwick, New 
Orleans, Opelousas, Shreveport, 
Sulphur, and Vinton. 


MISSOURI — Kansas City, Kin- 
loch, St. Charles, and St. Louis. 


TEXAS — Anahuac, Austin, 
Beeville, Bonham, Breckenridge, 
Brownwood, Corpus Christi, Corsi- 
cana, Dallas, Dodson, Edcouch, 
Edinburg, Fort Worth, Garland, 
Grand Prairie, Harlingen, Kenedy, 
Laredo, Los Fresnos, Lubbock, Mc- 
Allen, McLean, Mercedes, Mexia, 
Mission, Paris, Port Arthur, Port 
Isabel, Orange,: San Antonio, 
Savoy, Texas City, and Wortham. 

Urban renewal projects involve 
some remodeling and moderniza- 
tion, but they call mostly for new 
houses, apartment houses, and 
buildings for commerce and in- 
dustry. They will require much 
building material. 

The project in Columbus, Ga., 
for example, involves the houses 
and dwellings of 800 families. 
Only about one-third of these 
will return to residences in the 
project area; over 500 families 
will locate in new housing units 
elsewhere in the community. 

At work to stamp out blight and 
slums throughout the nation is 
ACTION — the American Council 
to Improve Our Neighborhoods. 
This is a national, non-profit pub- 
lic service organization dedicated 
to the elimination of slum condi- 
tions and the improvement of 
American homes, neighborhoods, 
and communities. It works with 
national organizations, local citi- 
zen groups, and interested citizens 
and public officials to develop ef- 
fective local action for realizing 
these goals. ACTION’s professional 
staff engages in programs of edu- 
cation, public information, local 
assistance, and research on long- 
range problems. 

James E. Lash, executive vice- 
president of ACTION, recently 
declared at the convention of the 
Illinois Savings and Loan League 
that “the day is past when con- 
cern over slums and blight and 
better housing was confined to 
‘do-gooders’ — those people to 
whom the term ‘soft-hearted’ 
generally is applied. Today, the 
fellow who gets up in the city 
council meeting to urge on mu- 
nicipal government the need for 
comprehensive planning and for 
accelerating the community’s pro- 
gram for renewing itself is very 
apt to be a businessman, an in- 


dustrialist, a banker, a lawyer, 
or an insurance executive — the 
kind to whom the adjective ‘hard- 
headed’ is most commonly ap- 
plied: ...... 

“The urban renewal movement 
is a rising tide of energy, a citi- 
zen-inspired effort to provide both 
order and method for the growth 
which is inevitable for our cities 
and their environs. It is a mani- 
festation of the democratic process 
at work. And in that democratic 
process each of us has an abiding 
interest which transcends his im- 
mediate personal stake in this 
cooperative undertaking by dedi- 
cated people, determined that our 
way of life shall grow better.” 

The same week, Roy W. John- 
son addressed the Des Moines 
Chamber of Commerce on “Urban 
Renewal — Investment in Your 
Future.” Johnson is the executive 
vice-president of the General 
Electric Co., but he spoke to the 
Iowans as president of ACTION. 

“Business and industry have a 
dual stake in urban renewal,” he 
said. “It is obvious that people 
who do not have running water 
have little use for electric wash- 
ing machines or even plumbing. 
Those whose houses are unpaint- 
ed and dirty have little incentive 
to buy carpets or curtains. 

“And, unfortunately, those who 
have become used to such living 
standards in housing are not like- 
ly to accustom themselves to high- 
er standards in clothing, books, 
movies, and entertainment. Their 
frequent lack of incentive to bet- 
ter themselves can, in part, be 
attributed to the circumstances 
in which they live. 

“It is not so obvious, though 
it is becoming increasingly clear, 
that these things also have a 
tremendous effect upon the busi- 
ness climate. This may be defined 
as the net result of all outside 
conditions that affect the cost and 
ease of operating a business in 
the community.” 

A wide variety of literature on 
Federal aids and procedures for 
urban renewal are available from 
the Housing and Home Finance 
Agency. Informational and inspi- 
rational literature is offered by 
ACTION and the Chamber of 
Commerce of the U. S. on the need 
for slum clearance and neighbor- 
hood rehabilitation, redevelop- 
ment, and conservation. For a 
bibliography of this material on 
all phases of urban renewal, write 
to: Editor, Southern Building 
Supplies, 806 Peachtree Street, 
N. E., Atlanta 8, Ga. 
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information 
chart *3 


“STANDARD NAILING PRACTICE” 





® Just off the press... this chart illus- 
trates all of the common redwood patterns 
and shows how they should be nailed. Also 
a list of nail characteristics, with types, 
sizes and number per pound. Redwood 
Information Chart #3, “Standard Nailing 
ee Practice,” is a handy reference wall chart, 
pace sail size 814" x 22”, printed on heavy card 

» stock. It is offered by the Simpson Red- 
wood Company to help you sell more red- 
wood, one of your most profitable sales 
items. For your free information chart, 
just fill out the coupon and mail. 





SBIFLAP sas OUETEC FORCES ond GROOVE 


Watch for Simpson full-page, full-color 
ads in the Saturday Evening Post. 


















REDWOOD FACT: I | 

Many architects prefer that red- | | 

wood be allowed to weather | — Simpson Redwood Company srx74it 

without the application of any 235 Montgomery Street, Room 3105 I 

finish treatment. Numerous red- Cine tan | 

wood buildings which have never | San Francisco, California : | 

had a finish application are in | Redwood Information Chart #3 (] | 

excellent condition after 100 i ns “Standard Nailing Practice” | 

years of exposure. gg 4 Redwood Information Chart #2 [] | 

—— “Standard Redwood Patterns” 

Only the finest redwood eer | 

bears this brand. I 

| FIRM NAME tea culealama | 

ADDRESS said 

SIMPSON REDWOOD COMPANY | city ee ee 
ARCATA, CALIFORNIA—Sales Office, 235 Montgomery St., San Francisco. Regional Offices: | | 
Atlanta, Chicago, Cleveland, Dallas, Kansas City, Los Angeles, Minneapolis, New York—Mills | Please Print | 
at Arcata, Eureka, Klamath, Korbel, California. Member California Redwood Association. fone ease conse conen cuttp cnn ceuiap.cuiht sien dy veel aids aliieaaiindile Daaiaanni ian dea anal dacs wail 
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OFF! 


. . . Association officials express 


their views on timely industry topics 





Faith, Hard Work, Common-Sense 
Seen As Keys to Better Business 


By DON A. CAMPBELL, 
Executive Vice-President, 
Kentucky Retail Lumber 
Dealers Association 


FOR SOME TIME NOW econ- 
omist have been predicting a 
general leveling off in business. 
Today this downturn is clearly 
underway. Therefore the ques- 
tion becomes how long the decline 
is to last and how deeply it will 
go. Fortunately, all of the avail- 
able evidence points only to a 
mild setback. 

The home construction field has 
had its recession. Today there are 
signs that an upward climb has 
started. October housing starts 
rose to a seasonally-adjusted an- 
nual rate of 1,000,000 — which 
most authorities have predicted 
will be the number finally started 
this year. This is a respectable 
figure, one which does not indi- 
cate a cause for despair. It is only 
slightly off from the number of 
starts made last year and prac- 
tically every one agrees that ’58 
starts will be at least 10 per cent 
above those in ’57. 

To this new home market can 
be added the tremendous poten- 
tial in the repair and moderniza- 
tion field. It has been estimated 
that business from this source can 
reach a figure several times great- 
er than the new housing market. 
The surface has hardly been 
scratched so it should furnish a 
volume of business that will more 
than take up any slack caused by 
the failure of other segments to 
keep up with previous years. 

This “rolling readjustment” 
which we are experiencing today 
is very similar to the recession 
we went through in ’54. At that 
time, industrial production turn- 
ed down, housing starts fell off, 
and retail automobile sales de- 
clined. Today a similar relation- 
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ship seems to be taking place and, 
curiously enough, the same indus- 
tries are in the van. Housing 
began to slide in the latter part 
of ’55 but, since the midsummer 
of this year, the rate has been 
steady. Similarly, automobile 
sales started to drop in ’56 but 
in recent months have spurted 
ahead. Industrial production has 
remained steady for a_ longer 
period, up until October, but now 
it is weaker. 

The conclusion that can be 
drawn from the above is that the 
difference in this present state of 
affairs from the recession of ’54 
is that it has taken longer for it 
to get underway. From now on, 
we should see an improvement, 
slow though it may be, in build- 


- ing, provided that the rest of the 


economy is not faced with some 
unusual or startling development 
from the outside. 

The recent action of the Federal 
Reserve Board in trimming the 
cost of borrowed money should 
have a stimulating effect on the 
economy as a whole — and build- 
ing in particular. I never sub- 
scribed in the past to the popular 
thinking that the Reserve’s tight 
money policy was the real culprit 
in the slowdown in housing starts. 
It may have held back the start 
of some large projects and it no 
doubt contributed to the failure 
of certain specific jobs in which 
we were interested. But the over- 
all problem was not money but 
lack of demand and it was this 
lack, more than anything else, 
that caused the lag in building. 
It took courage for these men to 
stick to their policy in the face 
of terrific political and business 
pressures, and it is to their credit 
that they did not relax their rules 
until the immediate danger of in- 
flation had eased. 

I wish I had a ouija board or 
a crystal ball but lacking these 
accouterments, I have to fall back 
on a common-sense approach to 
today’s situation. There is no doubt 


in my mind but that we have 
reached a plateau . . a place 
along the way where we can study 
and evaluate the experiences of 
the past, the opportunities of the 
future. To me, this period is an 
interlude to be followed by an 
expansion of our entire economy. 

The extent of our participation 
and the success we will enjoy 
depends on the same formula that 
has always carried us forward: 
namely, faith, courage, ability, and 
the common sense to use them in 
our planning. In the final analysis, 
all business is simply a mirror of 
human frailties — fear, greed, 
emotionalism, lack of confidence 
— to mention only a few. Know- 
ing this, there is nothing a busi- 
ness man can do except to keep 
constantly aware of their presence 
and to take advantage of them 
for his own good. 

Business will be as good in the 
retail lumber yards of America 
in 1958 as the ability of the oper- 
ators to practice intelligent man- 
agement. Crystal balls just can 
not take the place of hard work, 
common sense, and close attention 
to details. 


BRI Meet Spotlights 
Building Adhesives 


The first major building indus- 
try conference to spotlight the 
growing importance of adhesives 
and sealants in building construc- 
tion will be conducted by the 
Building Research Institute De- 
cember 4-5 in the Shoreham Hotel 
in Washington, D. C. 

Experts will report on all seal- 
ants and adhesives that are being 
used to advantage in building and 
construction. Many items on the 
program are pertinent to home- 
building and light construction; 
others deal with larger buildings 
of all kinds. 

Twenty -seven sponsors. are 
backing this meeting, which will 
correlate the latest knowledge, 
examine industry requirements, 
and identify problems to be 
solved. 
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talk about co-operating with dealers! 


MASONITE 


really covers the bases 











There are dozens of helps to Masonite 
dealers that don’t show up in the illus- 
trations. That’s because either we 
didn’t have the room or they aren’t yet 
ready to announce. 

Even so, we know you'll agree 
Masonite furnishes just about every- 
thing you need to create hardboard 
customers. No other hardboard sup- 
plier offers a fraction of this potent 
sales building material. And there are 
mighty few suppliers of any building 
material you sell that offer so much. 

All these items have a single pur- 
pose: to help you make more profits 
with Masonite® products. Ask your 
Masonite representative for this point- 
of-sale material. Ask him, too, about 
Masonite’s effective N.R.L.D.A. dis- 
play kits—available free. Use the ma- 
terial to tie in with Masonite’s huge 
national advertising and publicity pro- 
gram. Or write Masonite Corporation, 
Department SBS-12, Box 777, Chi- 
cago 90, Illinois. 





®Mosonite Corporation—manufacturer of quality panel products. 
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ASSOCIATION ACTIVITIES 








MAP PLANS FOR SOUTHEASTERN DEALER SHOW 


THE FIFTH annual Southeastern 
dealer convention and building 
material show will be the best yet 
if the elforts of this quartet of 
Dixie association leaders are real- 
ized. All smiles over convention 
plans, the foursome includes Jim 
Grayson, Herb Drews, Marie Ben- 
nett, and Bob Brownlee. The 
Southeastern dealer convention 
will be held at the Biltmore Hotel 
in Atlanta, Ga., February 3-5. 
Grayson is past-president of the 
Alabama Building Material Ex- 
change, which will handle the At- 
lanta convention-show registra- 
tions. Drews, as executive secretary 
of the Building Material Merchants 


30-Day Course Begins 
January 13 at SMU 


The 16th Institute of Building 
Material Distribution at Southern 
Methodist University in Dallas will 
begin January 13 under the spon- 
sorship of the Lumbermen’s Assn. 
of Texas. The 30-day course will 
run 30 days under the direction of 
Prof. C. H. Shumaker of SMU’s 
School of Business. It is said to be 
the equivalent of a full semester 
of training in merchandising. 

Since enrollment is limited to 40 
employees of dealers who are 
members of the Texas, Oklahoma, 
and Louisiana associations, a sell- 
out is expected early this month. 

Repair and remodeling estimat- 
ing workshops conducted by ex- 
JMer Herb Lotz continue to be 
sell-outs in Texas, too. Fifty-one 
men attended Herb’s Houston 
school, and 43 more studied esti- 
mating at Lubbock sessions. 
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of Georgia, is publicity director. 
Mrs. Bennett, executive secretary 
of the Florida Lumber and Mill- 
work Assn., is program director. 
The secretary-manager of the 
Tennessee Building Material Assn., 
Brownlee is exhibit director for 
the Southeastern convention. It is 
co-sponsored by the Alabama, 
Florida, Georgia, and Tennessee 
dealer organizations. 

All exhibits this year will be 
confined to the Biltmore exhibi- 
tion hall. No registration fee will 
be charged dealers or the builders 
and architects, who will be special 
guests. A special treat for dealers’ 
wives will be a charm clinic. 


NRLDA Board Promised 
Good Business in ‘58 


At their annual meeting in Phil- 
adelphia, Pa., November 2-3, mem- 
bers of the board of directors of the 
National Retail Lumber Dealers 
Assn. were heartened by a healthy 
outlook for material sales in 1958. 

Walter Hoadley, treasurer of the 
Armstrong Cork Co., assured the 
dealers that there are “profit nug- 
gets under the surface of ’58 eco- 
nomic conditions for the hard 
worker and good merchandiser.” 
He urged them to analyze their 
markets and products. 

NRLDA Executive Vice-Presi- 
dent H. R. Northup said, “it seems 
reasonable to expect that 1958 can 
be another million house year. All 
factors point to a growing demand. 
The question-mark is mortgage 
money. Decreasing demand for 
funds for industrial and commer- 
cial construction may put some 
money in the home mortgage mar- 
ket.” 

FHA Commissioner Norman P. 
Mason pointed out that “never was 
there a time when more people 
had incomes that make home- 
ownership possible. Homes sell 
themselves if the quality is good 
and the financing is sound.” 





The new dealer triumvirate of the National Retail Lumber Dealers Assn. are 
seen above following their election in Philadelphia. Left to right, meet H. W. 
Blackstock, first vice-president; James C. O’Malley, president; and Paul V. 
DeVille, second vice-president. Each heads a retail lumber firm under his name 
— O’Malley in Phoenix, Ariz.; Blackstock in Seattle, Wash.; and DeVille in 


Canton, Ohio. 


Leslie G. Everitt, vice-president of Kansas City’s Long-Bell retail division 
of the International Paper Co., continues as NRLDA treasurer. H. R. (Cotton) 
Northup of Washington, D. C., remains executive vice-president. E. H. Libbey 


carries on as NRLDA secretary. 


Retiring President Paul Ely of North Platte, Neb., praised U. S. lumber 
dealers for their foresight in improving their stores, adopting mechanical han- 
dling, and adding new lines of building products. 
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7,264 See and ‘Learn How” at NRLDA Exposition 


AT THE FOURTH annual Build- 
ing Products Exposition of the 
National Retail Lumber Dealers 
Assn., held in Convention Hall in 
Philadelphia, Pa., Southern and 
Southwestern dealers played major 
roles both in setting a new attend- 
ance record and in putting on suc- 
cess-starred action programs. 

General Convention Chairman 
Paul DeVille announced that reg- 
istered attendance at the four-day 
convention-show totaled 7,264 — 
or 12 per cent more than attend- 
ance at the NRLDA exposition in 
Chicago last year. Oertell Collins 
of Savannah, Ga., was dealer at- 
tendance chairman. 

Other Southerners who made 
major contributions to the exposi- 
tion clinics and demonstration in- 
clude: Louisiana’s Harry V. Bal- 
com as chairman of the breakfast 
clinic on “Developing Housing 
Sites and Improving Contractor 
Relations’; Maryland’s G. Hunter 
Bowers as chairman of the lunch- 
eon clinic on “How to Get Mort- 
gage Money for Small Towns”; 
North Carolina’s Dwight L. Davis 
as chairman of a luncheon clinic 
on “Making Kitchen Moderniza- 
tion Pay”; Virginia’s Maurice R. 
Large as co-chairman of a break- 
fast clinic on “Getting More Farm 
Business”; and Maryland’s Elias 
Nuttle as moderator of a materials 
handling clinic. 

Participating in daily Lu-Re-Co 
component clinic sessions were 
Florida’s Ray Tylander as modera- 
tor, and Tennessee’s Martling L. 
Bartling and Virginia’s Carolyn 
Nettleton as speakers. 

Other Southerners appearing 
on clinic panels were Georgia’s 
Charles West on large-yard profit 
planning; Florida’s D. C. Dawkins 
Jr. on dealer development of raw 
land into home sites; Florida’s 
William E. Culbreath Jr. on per- 
sonnel training and promotion; and 
North Carolina’s James H. Coman 
Jr. on profiting from yard mech- 
anization. 

Biggest traffic stopper at the 
Philadelphia convention was the 
1958 Sales Builder Store. Display- 
ing lumber, hardware, and other 
building materials in correlation, 
with all items priced, this replica 
of a successful Midwest suburban 
store was visited by over 1,500 
dealer personnel daily. The com- 
plete stock and fixtures of the 
store were sold to a Philadelphia 
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dealer. The outside shell of the 
structure was donated to a camp 
for underprivileged children. 

A 40-page textbook on modern 
materials retailing, featuring thé 
1958 Sales Builder Store, was pub- 
lished and sold at the expositior 
by the Middle Atlantic Lumber- 
men’s Assn. for $2.50 a copy. Con- 
taining pictures and explanations 
of all the displays and departments 


in the store, the book details 
principles of consumer retailing. 

With four days of fine autumn 
weather in the Friendly City, ma- 
terials-handling- outdoor demon- 
strations performed to capacity 
audiences which showed increasing 
interest in the offer of special re- 
quest demonstrations and oppor- 
tunities to “drive-it-yourself.” 

A total of 47 pieces of rolling 





Tarter. WEBSTER 
& JOHNSON. INC. 
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equipment, ranging in capacity 
from 4,000 lb. fork trucks to a 
20,000 lb. straddle truck, were 
demonstrated. Uses of all types of 
materials handling equipment were 
shown — gravity and powered 
conveyors, hand pallet trucks and 
electric fork and pallet trucks. 

An innovation in this year’s out- 
door demonstrations was the “3- 
ring circus” technique, which kept 
action at a rapid pace throughout 
each 2-hour show. Several differ- 
ent sizes and types of equipment 
were in operation continuously, 
working cooperatively as they 
would in actual lumber yard op- 
erations. In this manner, five 
trucks and two box cars of lumber 
and materials were unloaded, 
moved, handled, stacked, placed in 
storage, and then reloaded onto 
the trucks and cars for later un- 
loading demonstrations. 

Lumber unloaded from trucks 
was strapped and covered with 
various types of waterproof cover- 
ings for outdoor storage. Other 
steel strapped units were placed in 
a new type of storage rack in the 
28’x40’ umbrella pole shed. Asbes- 
tos and gypsum products, asphalt 
roofing, tile, brick, drain pipe, 
flooring and doors also were han- 
dled in the demonstrations. 

At the afternoon materials- 
handling clinics, special interest 
focused on the report of progress 
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Five luncheon clinics at Convention Hall attracted capacity crowds of info-eager 
dealers at the NRLDA Expo. The top S-B-S candid photo shows some Carolina, 
Georgia, and Tennessee dealers at the luncheon on the new FHA mortgage plan 
for small cities and towns. The bottom S-B-S shot spotlights some Virginia, 
Carolina, and Tennessee dealers following the luncheon discussion of “‘cash-and- 
carry vs. conventional lumber yards.” Other luncheon clinics were devoted to 
NRLDA’s new estimating kit, remodeling merchandising methods, and making 
kitchen modernization pay. 





made in the test program of uni- 
tized lumber shipments in~which 


500 dealers, manufacturers and 
jobbers are cooperating. 

Much interest was shown in 
latest types of rail cars, among 
which were the Union Pacific plug- 
door box car, the Union Pacific 
bulkheaded flat car designed espe- 


The only woman to 
speak at the NRLDA 
Exposition was Carolyn 
Nettleton of Covington, 
Va. She spoke daily on 


how to’ merchandise 
Lu-Re-Co houses and 
component construc- 


tion methods. Modera- 
tor of this special con- 
vention clinic was Ray 
Tylander of West Palm 
Beach, Fla. The Lu-Re- 
Co audiences were sur- 
rounded by action ex- 
hibits of house compo- 
nents and the materials 
and tools that make 
them. 


cially for lumber, the Seaboard 
20’ “dream” car, and a Pennsyl- 
vania TrucTrain piggy-back flat 
car with van type flat bed trailer. 
A scale model of Joe Wardein’s 
sliding-door box car was also on 
display. 

Best attended management ses- 
sion was the estimating luncheon 
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WHY SETTLE FOR LESS? 








\ CRA, CERTIFIED DRY 
All PALCO Architectural Quality 
Redwood is Certified Dry—perma- 
nent assurance of minimum shrink- 
age, swelling or distortion. Following 
proper air seasoning, it is cured in 
one of 25 modern kilns under rigid 
temperature and humidity controls. 
In an exclusive PALCO process, 
moisture content of each kiln charge 
is then equalized. 





or write for copy 


See Sweet's Architectural File, or send coupon for your 
personal copy of this aid to redwood specification — 
and informative booklet ‘‘From Out of the Redwoods” 


VERTICAL GRAIN ONLY IN 
ALL RESAWN SIDING 


If flat grain blanks are resawn, every 
alternate piece faces the heart and 
tends to “shell out” after long ex- 
posure. Pacific resaws only vertical 
grain blanks — your assurance of 
virtually ageless appearance, resist- 
ance to weather, and permanently 
ideal surface for painting. Only 
PALCO Architectural Quality in- 
sures this value. 


100 Bush St., 


‘you san be sure all these 3 premium 
qualities at no extra premium in cost ONLY with 


PALC® wc 


eens 
tectural Quality Redwood 


FLAT GRAIN PATTERNS RUN 
TO CONTROL “SHELL OUT” 


Flat grain is often desirable for 
beauty and functional requirements. 
Pacific’s exclusive handling systems 
control every step of manufacture 
to see that the pattern is run on 
the proper face. It’s the bark side 
of flat grain that’s normally resist- 
ant to “shell out” after long ex- 
posure. Only PALCO assures this 
premium. 


Spaulyrthe destin Rodwod, WPA O° 


a 
THE PACIFIC LUMBER COMPANY 
San Francisco 4, Calif.— Dept. SBS 


Please send me without obligation: 





Reprint of Architectural File Bulletin outlining specification 
data, PALCO Redwood patterns, sizes, grades, grains, etc. 


[] “From Out of the Redwoods''— colorful booklet showing 
how PALCO Redwood and Redwood Products are produced. 

















| 
| 
| 
| 
! 
| 
THE PACIFIC LUMBER COMPANY | 
l 
| 
l 
l 
l 


Since 1869 + Mills at Scotia, California NAME____ 
| 
100 Bush Street 35 E. Wacker Drive 2185 Huntington Drive COMPANY __ 
San Francisco 4 Chicago 1 San Marino 9, Calif. 
ADDRESS 
MEMBER OF CALIFORNIA REDWOOD ASSOCIATION See ZONE—_STATE 
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clinic Monday, conducted by Rus- 
sell W. Nowels of Michigan. Extra 
seating was arranged for some 300 
dealers who had to be turned 
away earlier but returned for the 
clinic after the luncheon. Addi- 
tional seating space also had to be 
provided for capacity audiences at 
the clinics on remodeling, housing 
site development, and_ kitchen 
modernization. 

“Building Industry Day” fo- 
cused the attention of the entire 


industry on the exposition Thurs- 
day. Architects, builders, realtors, 
mortgage bankers, and allied in- 
dustry interests were invited to 
visit the show on that day as 
guests of dealers and to attend a 
special luncheon program. Bus- 
loads of guests came from nearby 
points in New Jersey, Maryland, 
and Pennsylvania. 

Climax of the exposition pro- 
gram was the Building Industry 
luncheon, when HHFA Adminis- 


trator Albert M. Cole described 
the industry’s role in the contin- 
uous upgrading of American hous- 
ing standards through its leader- 
ship in offering ‘sound guidance 
and economic services in this field.” 

The fifth annual NRLDA Build- 
ing Products Exposition will be 
held in Chicago, Ill., November 22- 
25, 1958. Headquarters will be at 
the Conrad Hilton Hotel but ex- 
hibits and meetings will be held 
at the International Amphitheatre. 


After watching the miracles of modern 
mechanical handling of building materials 
in real test situations at the Philadelphia 
exposition, lumber dealers were quick to 
plan improvements in their own yards. They 
signed up with equipment makers for yard- 
planning assistance. 

At right, Charles Clark 
Equipment engineer, explains arrangement 
of warehouse for fork-lift action to Mis- 
souri’s Harold Johnson, a Clark cowgirl 
model, and Delaware’s Barratt Simpler. 

Highlight of expo for many dealers was 
tour of Philadelphia river-front for first- 
hand report and view of mechanized lumber 
yards and millwork shops. 


Cummings, 





Most popular exhibit at the NRLDA Expo 
was the 1958 Sales Builder Store. Complete- 
ly stocked with all supplies priced for 
“self-service,” the store covered 5,400 square 
feet. In photo at lower right, Georgia dealers 
Chambers and MeNair study the sales bin 
for hardwood lumber shorts. At lower left, 
Joseph Guillozet, store planner, talks with 
West Virginia’s Alt about modernizing his 




















store. 

At left, Maryland’s Lambden gets details 
of the new Better Home Advisors improve- 
ment estimating and sales system from 
Russell W. Nowels, right, and daughter 
Martha. They offer it on an exclusive fran- 
chise basis. 
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LDWOOD Paneling 
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THE WELDWOOD PANEL PARADE display helps manager Don Edwards (left) show his customers over 70 types and finishes 
of beautiful Weldwood Paneling in sizes large enough for them to visualize the finished walls in their own homes. 





“Our paneling sales have quadrupled since we 
established our Weldwood Department and 
installed the Weldwood Panel Parade display...” 


DON EDWARDS, Manager, Benson Lumber Company, Pawhuska, Oklahoma 


Your sales efforts, too, can be more productive than salesroom. Weldwood follows through with training for 
ever before when you take advantage of the selling your salesmen and powerful national advertising and 
power of a Weldwood Department. Using the Weld- local merchandising programs. Call your Weldwood 
wood Panel Parade as a handsome focal point, you can representative today, or write to United States Plywood 
develop a complete “home planning” service in your Corporation, 55 West 44th Street, New York 36, N. Y. 


WELDWOOD' WOOD PANELING 


Hardboard * Adhesives * Wood Finishes 
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MANUFACTURER NEWS 





WAUKEGAN, ILL.: Raymond 
Smith Jr. has been named sales and 
advertising manager for the Pioneer 
Saw Division of the Outboard Ma- 
rine Corp. Smith was former assist- 
ant sales manager of the Lawn-Boy 
division of Outboard Marine. 


PORTLAND, ORE.: Alexander K. 
Conrad has been named export de- 
partment manager of the Georgia- 
Pacific Corp.’s Southern division, 
where he was former assistant sales 
manager. Conrad has been active 
in the lumber industry for 20 years. 


ST. LOUIS, MO.: Lawrence C. 
Hosack is the new district sales 
representative for the Azrock Floor 
Products Division, Uvalde Rock 
Asphalt Co. He will maintain head- 
quarters here. 


PORTLAND, ORE.: The Hyster 
Co. has appointed two assistant sales 
managers for its new industrial truck 
division. Formerly Eastern division 
assistant sales manager, Walter A. 
St. Clair will engage principally in 
major industrial truck account sales 
for Hyster. James N. Rector, former 
Southeast district manager, will han- 
dle sales administrative duties for 





EARL G. TABER was recently ap- 
pointed sales representative in west- 
ern and southern Kansas for the 
W. S. Dickey Clay Manufacturing Co., 
manufacturers of sewer pipe, flue 
lining, wall coping, and other vitrified 
clay products. Taber, who has six 
years’ sales experience in the clay 
sewer pipe industry, was formerly 
with the Chase Cold Storage Co. in 
Reading, Ohio. 
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H. F. ANTHONISE has been appoint- 
ed sales representative in Texas, Ari- 
zona, and Louisiana for the Hechler 
Manufacturing Corp. of Miami, Fla. 
From Houston headquarters, An- 
thonise will sell Hechler’s complete 
line of concrete hardening materials 
in the three states. 


the industrial truck division. 


HOUSTON, TEX.: The Uvalde 
Asphalt Co. of 1705 Oliver St. is 
celebrating its 25th year in the man- 
ufacture of Azrock resilient floor 
tile. Company officials recently her- 
alded the anniversary event. 


ST. LOUIS, MO.: Olaf O. Roberts 
Jr. has been promoted to assistant 
general sales manager of the Granco 
Steel Products Co. here. Roberts has 
been Granco’s product manager for 
galvanized roof products and will 
continue this responsibility. 


FITCHBURG, MASS:: David 
Bloom has been named sales man- 
ager in the stock sales division of 
the Lockwood Hardware Manufac- 
turing Co. here. Bloom has had 
wide experience in builders hard- 
ware sales. 


AMBLER, PA. The appointment 
of Hanford Gruher of Long Island, 
N. Y. to the newly-created position 
of market research and sales train- 
ing manager of the Keasbey and 
Mattison Co., has been announced 
by D. W. Widmayer, vice-president. 
Gruher will head this company’s 
program to broaden its market for 
existing products and to expand into 
new product lines. 


MIAMI, FLA.: Stan Sorensen has 
been appointed manager of the new 
hardware division of the Adams En- 
gineering Co., Inc., here by President 
Charles Silvers. The division will 
handle manufacture and sale of ABC 
aluminum farm gates. Sorensen pre- 
viously served in sales managerial 
positions with the White Metal Co., 
Inc., Brooklyn, N. Y., and the Gates 
Rubber Co., Denver, Colo. 


LONG BEACH, CALIF.: R. A. 
Johnson of Memphis has been named 
a sales representative of the Mastic 
Tile Corp. of America. He will han- 
dle the complete Matico line of 
floor and wall covering products. 
His territory will include Tennessee, 
northeast Arkansas, and northern 
Mississippi. 

TUSCUMBIA, ALA.: James D. 
Pepper has been appointed factory 
representative of Robbins Floor 
Products, Inc., in Alabama, Tennes- 
see, Mississippi, and southern Louis- 
jana. 


WEST NYACK, N. Y.: The Grant 
Pulley and Hardware Corp. recently 
dedicated their new plant here. The 
dedication ceremonies were witness- 
ed by more than 2,000 customers, 
suppliers, and friends of the com- 
pany. The event was highlighted by 
a short talk from the president, 
N. A. Gussack. 


KANSAS CITY, MO.: The Seidlitz 
Paint and Varnish Co. has appointed 
Charles H. Dutcher as plant manager 
here. The new plant manager has 
25 years’ experience in paint manu- 
facturing and production. 


DALLAS, TEX.: Richard F. Love 
has joined the Corrulux Division of 
the L-O-F Glass Fibers Co. here as 
a member of the sales department. 
Love was formerly on the sales staff 
of the Minnesota Mining and Manu- 
facturing Co. 


SHERMAN, TEX.: The Capitol 
Products Corp. of Mechanicsburg, 
Pa., has announced plans to construct 
a 70,000 sq. ft. plant near Sherman. 
The new plant-will fabricate window 
and door aluminum products to bet- 
ter serve a 10-state area in the 
Southwest. 


BIRMINGHAM, ALA.: The Rush- 
ton Equipment Corp., at Lomb Blvd. 
and Alabama Ave. here, will handle 
Clark Equipment Co. sales in north- 
ern and central Alabama. Garnett 
A. Vining is executive vice-president 
and general manager. 


ST. LOUIS, MO.: The AAA Equip- 
ment Co., 3338 So. Jefferson Street, 
will handle Clark Equipment Co. 
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available now... 


PARTICLEBOARD 


worthy 


of the 


name 


HORE: & 
TALBOT 





= 
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makes the big difference in flooring, too! 








NEW UNDERLAYMENT HAS 
FINISHED-FLOOR SMOOTHNESS 


Pope & Talbot announces a new particleboard 
engineered to meet the requirements of floor cover- 
ing manufacturers. This underlayment material, 
drum-sanded to precision tolerances, has finished- 
floor smoothness. No more contractor call-backs. 
New Pope & Talbot particleboard cannot telegraph: 


i ~ 3 1 . . . . 
ene yeh 5 ae Be there’s no wild grain pattern; nothing to disturb the 
apap 4x8, 4x4, perfect smoothness of the finished floor. 

an x ° 


Special sizes on order. 


Panels remain flat and true. They’re easy to handle, 
easy to work, with no voids or defects to patch. Tile 
and linoleum bond securely. And Pope & Talbot 
particleboard often costs Jess than any other kind 
of underlayment. Ready for immediate shipment. 


CALL YOUR SUPPLIER, OR WRITE FOR FURTHER INFORMATION 


3050 Northwest Front Avenue, Portland 10, Oregon 


OPE TALBOT" 


saw it / machine it | drill it / veneer it / nail it / glue it manufacturers of particleboard and Flakeboard / forest products since 1849 
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sales in east Missouri and southwest 
Illinois. Steve Ragsdale is president 
of the new dealership. 


CHICAGO, ILL.: The Logan-Long 
Co. has appointed E. R. Snyder as 
assistant sales manager for their 
Chicago sales office. He was former 
Indiana sales representative. 


SEATTLE, WASH.: Wallace E. 
Williams has been made director of 
the newly-created West Coast pur- 
chasing headquarters of the United 
States Plywood Corp. here. Williams, 
former Midwestern division man- 
ager, has been connected with the 


company for 11 years. A native of 
Pelham, Ga., he has served as man- 
ager of the Kansas City branch and 
as Southeastern division manager. 


JONESBORO, ARK.: The Colson 
Corp. of Elyria, Ohio, has opened 
a new caster plant here, in connec- 
tion with the manufacture of mate- 
rial handling equipment and indus- 
trial wheeled products at the com- 
pany’s main plant. Robert A. Pritz- 
ker, president, announced that the 
$750,000 plant was built by the 
citizens of Jonesboro under a lease- 
purchase agreement. 





‘ henty Steel Span Saleisa 





32’, 44’, 50’ and 60’ 


teck Span 


FRAMES 


.. PROFIT-BUILDING Sale For You! . 


SIDING, ROOFING, 
DOORS & WINDOWS, 
HARDWARE from Your 
Stock 





You Sell ALL MATERIALS COMPLETE 


Get your share of the billion dollar building business — and make yourself 
a nice profit! With Steel Span, you sell COMPLETE factories, warehouses, 
farm buildings, schools, shops, garages, offices, Rigid Steel Span Frames 
are built with the strength of a bridge — available in widths of 32’, 44’, 
50’, 60’ and multiples, any length, Precision-fitted at the factory, easily bolted 
on the job. Steel Span Buildings provide 100% usable space, wall to wall 
and roof to floor. Attractive, fast and easy to erect. Get in on this Steel 
Span PROFIT BUILDING PLAN.” Write for complete details today. 
Cuckler Manufacturing Co., Dept. SB-6, Monticello, Iowa. Sales Offices: 


Memphis, Oklahoma City. 


SOLD EXCLUSIVELY 
THROUGH RESPONSIBLE 
LUMBER AND BUILDING 
MATERIALS DEALERS 
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DALLAS, TEX.: New sales rep- 
resentative for Gensco Tools in the 
Southwest is the Stafford Jones Co. 
here. Stafford Jones, both Sr. and 
Jr., and five other salesmen cover 
Texas, Oklahoma, Arkansas, and 
Louisiana. They will push the com- 
plete Gensco line of bow and prun- 
ing saws, wood chisels, builders 
hardware, stove bolts and screws. 


ATLANTA, GA.: R. G. (Bam) 
Price Jr., Southeastern district sales 
manager for the Orangeburg Mfg. 
Co., Inc. of Orangeburg, N. Y., relies 
on his Cessna 172 airplane to better 
service Orangeburg’s customers in 
Dixie. His company makes Orange- 
burg SP plastic pipe. 


MONROVIA, CALIF. Consolida- 
tion of manufacturing, engineering, 
and sales departments of the Acme 
Appliance Manufacturing Co., into 
one new plant here is a recent ac- 
complishment. The Acme firm for- 
merly occupied four leased buildings 
in Pasadena. 


Gowen Heads Florida 
Concrete Service Dept. 


George Gowen has been named 
service engineer for the Florida 
Portland Cement Division of the 
General Portland Cement Co. in 
Tampa, Fla. Gowen, a graduate 
engineer, was formerly control 
engineer for the Ready-Mix Con- 
crete Co. of Fort Lauderdale. He 
previously was with the Florida 
State Road Department. 

The service department, with 
Gowen at its helm, will assist cus- 
tomers with respect to quality 
concrete, designed mixes, concrete 
equipment, and allied problems. 


Tiffany Occupies 
Larger Miami Plant 


The Tiffany Manufacturing Co., 
Inc., recently moved into a new 
10,000 sq. ft. plant at 3640 N.W. 
4lst Street in Miami, Fla. The 
increased area, plus streamlined 
assembly-line methods, is expect- 
ed to increase production at the 
Tiffany plant by 50 per cent, 
officials estimate. 

Tiffany, manufacturer of all- 
aluminum medicine cabinets, has 
taken an option on two acres of 
land next to the plant. 

According to President Fred 
Preston, Tiffany has specific plans 
for several other all-aluminum 
products to be manufactured at 
the new Miami plant. 
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Amvit Co. Acquires Two DANT & RUSSELL, INC. 


Clay Pipe Plants in Ill. 


The American Vitrified Products PACIFIC COAST FOREST PRODUCTS 
Co., of Cleveland, Ohio, has pur- 
chased two clay pipe plants from 
the Whitehall Sewer Pipe Co. in RAIL AND WATER * DOMESTIC AND EXPORT 
Whitehall, Ill. They formerly were 
operated by the H. K. Porter Co. RAIL TRANSITS 
The American Vitrified Products 
Co. is one of the nation’s largest 
producers of clay and concrete 
































pipe products. The company em- Douglas Fir Dimensions 
ploys over 1,000 people and last White Fir ote and Taalnie 
year did over $10,000,000 in sales. 
Inland Fir and Larch Studs 

Several years ago, the company 
introduced Amvit jointed clay Western Hemlock Shiplap and Boards 
pipe. In a four-year period, more Ponderosa Pine Shop and Factory Lumber 
than 300 major installations have 
been completed. Last August, Sugar Pine Industrial Items 
American Vitrified introduced Engelmann Spruce Mining Timbers 
Glas-Glaz pipe, a clay sewer pipe | en pisidiieciaadl 
with a glass lining. ae ee rr aatesintlle iy ian 

The American Vitrified Products Sitka Spruce Gutters 
Co. also operates clay pipe plants ek iaaih Padien " 
in East Liverpool and Lisbon, | 
Ohio: Brazil and Crawfordsville, Western Red Cedar Mouldings and Millwork 
Ind.; and Grand Ledge, Mich. It Incense Cedar Window and Door Frames 
produces concrete pipe at. plants | 
. é : : Redwood 
in Cleveland, Ohio; Livonia and | wer sda 
Fenton, Mich.; South Bend, Ind.; ~ * 
Milwaukee, Wis.; and Los Angeles, tat 


Calif. DOUGLAS FIR PLYWOOD 
Shingles and Shakes 


Interior and Exterior 
Bevel and Bungalow Siding 


Hardboard Overlay 


One and Two Sides © 


Overhead Garage Doors 
Douglas Fir House Doors 


Heads Dow Plastic Sales 

W. L. Nelson has been named TT ee nee 
to head a newly-organized fabri- 
cated products section of the Dow 
Chemical Co.’s plastics sales de- 
partment. Nelson has been con- 
nected with Dow since 1955 in 
plastic film sales. 

The fabricated products section 
will include four product groups 
— film and sheathing, Styrofoam, 
Saran fabricated products, and 
Saran wrap. 


Boat Hull Plywood 


Flush Doors 
Long Scarfed Plywood 


Exotic Hardwood Plywoods ° 


Ribbon and Rotary Cut KAISER — FIR TEX 


Philippine Plywoods Insulating Board Products 


SOUTHERN SALES REPRESENTATIVES 


Dant & Russell, Inc., Washington, D. C. 

Dant & Russell, Inc., Fort Lauderdale, Florida 
Bolen-Brunson-Bell Lumber Company, Memphis, Tennessee 

J. E. Elrod Lumber Company, Charlotte, N. C. 

Downing Lumber Company, Anniston and Birmingham, Alabama 
Southern Lumber Sales, Pine Bluff, Arkansas 

Cecil M. Brooks, Dallas, Texas 

Wm. C. Whitridge, P. O. Box 6202, Houston 6, Texas 


Youngstown Kitchens 
Name Division Managers 





The Youngstown Kitchens Divi- 
sion of American-Standard will 
increase its field sales staff and 
has established six major sales 
divisions throughout the United 
States and Canada. 

M. L. Ondo, vice-president of 
sales, has appointed Harry F. 
Howell, former sales manager, 
as general manager of sales. He 
will direct the work of six divi- 
sional managers to whom regional 
managers and factory branch man- 
agers will report. 

The division managers are: East- 


nal aa 
ee 


“DL ant & “Russell, Inc. 


PACIFIC COAST FOREST PRODUCTS 
General Sales Offices: Portland 1, Oregon 
DOMESTIC AND EXPORT LUMBER + PLYWOODS - DOORS 
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ern, J. R. Miller, formerly man- 
ager of appliance sales; Midwest, 
D. F. Sembach, formerly manager 
of dealer sales; Central, D. R. 
Boehm: Jr., formerly a _ regional 


Homebuilders Offered 
Information Service 


A new service has been estab- 
lished by the United States Ply- 
wood Corp. to provide homebuild- 
ers with information about new 





manager; Southern, J. C. King, 
formerly manager of builder sales; 
and Canada, Gage Campbell. All 
these except Campbell will head- 
quarter in Salem, Ohio, offices. 


materials and techniques which 
give houses special attractiveness 
and selling points. 

The new Builders Service De- 
partment has been placed under 
the direction of Francis B. Peck- 
ham, who also directs the com- 
pany’s long-established Architects 

















a wide variety, including . . . 





IT’S NO SECRET 
... that Zuber’s reputation is known throughout the South! 


Since 1889, Zuber Lumber Company has supplied the highest quality materials 
in a minimum amount of time. And that’s just what Zuber’s doing today with 


Marlite Wall Panels Mah 


Formica Yellow Pine Ponderosa Pine 

Larch Douglas Fir Metal Mouldings 
Flush Doors Jalousie Doors Douglas Fir Plywood 
Windows Louver Doors Mahogany Plywood 
Shutters Window Units ; 
Mahogany Screen Doors Cypress Wall Paneling 
Redwood Fir Doors Dixon Plank 

Sugar Pine Awning Windows Prefinished Plywood 


The South's oldest wholesaler & jobber of building materials 





P.O.BOX 964 ATLANTA 1,GA. DR 7-6404 


White Pine Package Trim 
Douglas Fir Mouldings 

Cedar Shakes and Shingles 
Knotty White Pine Wall Paneling 
any Wall Paneling 

Door & Window Frames 
Disappearing Stairways 
Architectural Windows 
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Service Department. Peckham, 
who joined U. S. Plywood 25 years 
ago, is a director of the Producers 
Council, Architectural League of 
New York, Building Research In- 
stitute, and FHA Title I Advisory 
Committee. 

Major source of information to 
be furnished to homebuilders will 
be U. S. P.’s research center at 
Brewster, N. Y. 

Notably successful applications 
of decorative hardwood paneling, 
developments such as L-1R glue 
in sheathing, uses of particle 
board, and uses of high-pressure 
plastic laminates will be covered 
by the new information service. 


SELLS FABRICS 


(Continued from page 26) 


As a result of the fabrics de- 
partment success, Scrivener’s out- 
grew the original building in five 
years. ‘So, last March, the fabric 
shop and the lumber and building 
materials department were com- 
bined into one enlarged new store 
containing 15,000 square feet of 
floor space. 

The modern structure of crab 
orchard stone, plate-glass, and 
shingles, presents an_ inviting 
facade to the cleverly arranged 
departments inside the building. 
The enlarged store is simply 
labeled “Scrivener’s.” The lumber 
yard is located directly behind 
the new store and continues its 
original services to the public. 

The enlarged front wing is still 
devoted to fabrics, but has been 
expanded to include draperies, 
furniture covering, house furnish- 
ings, hardware, notions, and nov- 
elties. 

Coordination of the fabrics de- 
partment, the housewares section, 
and the building supply depart- 
ment, was achieved through care- 
ful planning of floor space. 

From the fabrics department, 
with its plate-glass display win- 
dows facing on Military highway, 
customers are channeled through 
doors to the left end which open 
into the new housewares depart- 
ment. This, in turn, opens directly 
into the building supply depart- 
ment. An outer door leads to the 
lumber yard located in back of 
the building on Broadway. 

A long parking lot and an 
arcade with louvers for shade are 
located on one side of the build- 
ing. Display windows and several 
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entrances are located on the other 
side. 

A beige color decor is used 
throughout the interior of the 
store with occasional touches de- 
signed to appeal to women. One 
end of the housewares department 
is devoted to outdoor furniture 
and here the wallpaper depicts 
scenes from Paris. 

In the fabrics department, met- 
al standards are heaped with ma- 
terials interspersed with an occa- 
sional flat table for measuring and 
cutting. Manikins model finished 
garments for customer appraisal. 

In the housewares department, 
flat - topped, compartment, and 
step-topped tables have been al- 
ternated with sets of shelves sus- 
pended from the ceiling, to display 
to advantage bulky items. 

The building supply and hard- 
ware departments have unusual 
display arrangements. Along the 
right wall, a series of alcoves con- 
structed of perforated hardboard 
are alternated between building 
material and hardware items. The 
alcoves are labeled Plumbing, 
Tools, Electric Appliances, etc. 

In front of the alcoves, self- 
service items are placed on tables 
similar to those used in the house- 
wares department, which afford 
90 per cent self-service through- 
out the store. All items are in 
easy reach of customers, with the 
service desk conveniently arranged 
for wrapping, packaging, and mak- 
ing change. 

The left wall of the building 
supply department consists of a 
Do-It-Yourself section for ma- 
terials, and a Do - Your - Own - 
Plumbing alcove full of plumb- 
ing supplies. To the rear of the 
department, a plywood section is 
supplemented by home _ wood- 
working tools. 

The entire building is air-con- 
ditioned. Soft music is piped 
throughout the store as an added 
attraction to customers. 

Does it pay to cater to the 
woman customer? Ernest Scriv- 
ener has found that it does. 

With two departments out of 
three, fabrics and housewares 
especially designed for women, he 
has a two-to-one chance to get 
the woman customer who wants 
to go shopping without braving 
downtown traffic and parking. 

The “transition” from fabrics 
. . . to housewares .. . to build- 
ing supplies induces many a wom- 
an who comes in for dress mate- 
rial to buy something for the 
kitchen, or some needed build- 
ing material or item. 
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Here is a low-cost opportunity 
to get started in the profitable 
ready-mix field — or modernize 
or expand existing facilities. At 
a minimum investment you can 
now get this new Johnson transit- 
mix Econoplant, complete with ex- 
clusive Concentric aggregate- 
cement batcher. It complies with 
most rigid concrete specifications 
because cement is weighed on an 
individual scale, separate from the 
aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates, minimizes 
dusting and pre-mixes materials. 





Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 3014 feet. Where desired, it 
can be arranged with belt convey- 
or, open-inclined or vertical-en- 
closed bucket elevator for aggre- 
gates, at additional cost — also silo, 
undertrack screw conveyor for ce- 
ment. Other optional accessories: 
bin signals, water batcher, water 
meter — and weather-proof elec- 
tric control panel for all plant 
motors (a package unit requiring 
only simple field wiring). See 
Johnson distributor or write now. 





©. Ss. JOHNSON co., CHAMPAIGN, ILL. (Koehring 


Subsidiary) *®®” 


Send us literature on new transit-mix Econoplant 


TITLE 





NAME 
COMPANY 





ESE SR eee Se Ce 








CONCRETE PLANTS BINS HOPPERS 











ELEVATORS + SILOS 
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SILENT SALESMEN 





WALL-PANEL DISPLAY 


This display with corrugated wire 
arms showing large samples of pre- 
finished wall panels is offered to 
dealers to display the Panelboard 
line. It is designed for use as counter 
top unit or as permanent hanging 
wall display. 

Front pieces on both wire arms 
show full-size 4%” x 4%” blocks 
of Panelboard. 

Contact: Panelboard Manufactur- 
ing Co. Inc., Dept. SBS, 111 Cedar 
Lane, Englewood, N. J. 


FILM ON FLOORING 


E. L. Bruce has produced a new 
23-minute color movie on “Floors 
with a Future.” The 16-mm sound- 
on-film was designed to show step- 
by-step installation of all types of 
hardwood floors. 

Non-commercial in nature, the 
flooring film is available without 
charge to lumber dealers for group 
meetings. 

Contact: E. L. Bruce Co., Dept. 
SBS, Box 397, Memphis, Tenn. 


FIBER-GLASS PANELS 


Resolite’s point-of-purchase counter 
display includes actual color samples 
of translucent panels used for awning 








and patio covers, partitions, screens, 
skylights, and suspended ceilings. A 
color picture of the fiber-glass panels 
in use as a patio cover forms the 
center of the display. 

Also pictured on the display, 
which is printed in green on a white 
corrugated cardboard base, are the 
accessories used to simplify installa- 
tion of the panels. 

Contact: The Resolite Corp., Dept. 
SBS, Zelienople, Pa. 


REMODELING FILM 


A free film, “The Big Addition,” ie- 
lates how a typical family consuits 
with its lumber dealer in planning 
a recreation room and garage. 

The 20-minute film includes a tour 
of a hardboard plant in Ukiah, Calif., 
and detailed construction views dur- 
ing the building program. 

Contact: Clarence E. Sutton, Ma- 
sonite Corp., Dept. SBS, 111 West 
Washington Street, Chicago 2, Ill. 


NAIL CARTONS 


The Mid-States Steel & Wire Co. 
offers a series of new Handy-Pak 
cartons for its Triple Xtra nails. 


First unit in the series is a master 
shipping carton which measures 24” 
x 10” x 8”, and holds 50 lbs. of 
nails. Other units are planned to 
fit into the master carton. It may 
be ordered to contain two 25-lb., 
five 10-lb., ten 5-lb., or fifty 1-lb. 
Handy-Paks of nails. 

Contact: Mid-States Steel & Wire 
Co., Dept. SBS, Crawfordsville, Ind. 


LOCK DISPLAY 


This door hardware island display 
features natural wood panels mount- 
ed on neutral color frame to show 
to best advantage the handsome 
hardware items offered. 

The unit permits customers to 
actually see and operate every arti- 
cle of hardware displayed. It comes 


equipped with simplified order 
blanks and catalog. 

Contact: The Yale & Towne Man- 
facturing Co., Dept. SBS, Chrysler 


Bldg., New York 17, N. Y. 


ALUMINUM WINDOWS 


Stanley’s new flip-type sales presen- 
tation was designed to promote 
aluminum awning windows and 
jalousies. 

The booklet is spiral bound, with 
a hard stand-up cover, and contains 
24 pages of photos and copy. It :s 
printed in the Stanley colors, yellow 
and black. 

Contact: Stanley Building Special- 
ties Co., Dept. SBS, 1890 N. E. 146th 
Street, North Miami, Fla. 


GLAZING CALCULATOR 


An easy-to-read calculator, imprint- 
ed in three colors, shows at a glance 
both lineal foot and lineal yard 
prices on the complete line of Warp 
Brothers window materials. 
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Contact: Warp Brothers, Dept. 
SBS, 1100 N. Cicero Avenue, Chi- 
eago 51, Ill. 


SWIMMING POOL MODEL 


A faithful miniature reproduction of 
an Esther Williams swimming pool 
— specially designed for presenta- 
tion under the Christmas tree — is 
offered by the International Swim- 
ming Pool Corp. The model is 
attractively packaged for gift eye- 
appeal. Related advertising mats 
also are available. 

International also offers a colorful 
B-10 brochure outlining designs and 
specifications for three sizes of pools. 


serie 





Contact: International Swimming 
Pool Corp., Dept. SBS, 59 Court 
Street, White Plains, N. Y. 


PAINT COLOR CARDS 


Valspar’s “slim-jim” color cards are 
designed to assist customers in 
matching paint and fabric colors. 
The bleed-off color chips enable 
decorators to choose colors with 
greater accuracy. 

The slim format is ideally suited 
for hanging as in-store displays. 
Products covered are: wall paints, 
enamels, house paints, pure oil 
colors, and Val-Oil clear and colors. 

Contact: The Valspar Corp., Dept. 
SBS, 7 E. Lancaster Avenue, Ard- 
more, Pa. 


CEDAR SHINGLE FOLDER 


The Red Cedar Shingle Bureau has 
published a four-page color folder 
entitled “The House of Cedar.” It 
features homes with red _ cedar 
shingle roofs and machine-grooved 
shake walls. It includes illustrations 
and directions for application on 
new homes, and in remodeling. 

Contact: Red Cedar Shingle Bu- 
reau, Dept. SBS, 5510 White Bldg., 
Seattle 1, Wash. 
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YOUR 
CUSTOMERS 


Sy arched 





HAS THE 
ANSWER 


VULCO’S NEW 
EXTRUDED 
ALUMINUM 


SCREEN DOOR 
IS THE 


* LOWEST PRICED 
© EASIEST TO FABRICATE 


© EASIEST TO INSTALL 
SCREEN DOOR ON THE 
MARKET TODAY 





By adding the Vulco 
Aluminum Screen 
Door to your line, you 
give yourself a TRE- 
MENDOUS ADVAN- 
TAGE! And you need 
no extra equipment 
. .. you can fabricate 
and install this com- 
pletely new door with 
a screw driver, drill and hacksaw merely by 
following a simple instruction sheet. Ex- 
panding channels on the Vulco door eliminate the headaches of odd-size doors— 
make installation a matter of minutes. All this at an extremely low price . 

clip and mail the coupon below for complete details. 





A Leader in the Industry since 1945 
\ Member: “National Association of Manufacturers” 
“Frame Screen Manufacturers Association” 


QUALITY GUARANTEED — MAIL COUPON TODAY 

















4 To: Vulcan Metal Products, Inc., Dept. sas & 

g 2801 6th Avenue, South H 

. Birmingham, Alabama * 

g Please send me complete information about H 

B® VULCAN Quality Products and VULCAN § 

: Service. No obligation. 8 

METAL PRODUCTS, Inc.p ; 
2801 6th Avenue, South H NAME__ ice _ * 
Birmingham, Ala. g ADDRESS H 
NEVER yout COMPETITOR Ff § 
g City oc 

Per TT TTT TTT TTT rrr yy 


Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, 
Mo.; New Smyrna Beach, Fla.; Somerville, N.J.; Tyler, Tex.; York, Pa. 
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Long-Zel/ 


BARN POLES 


putmore protit 
in your pocket 





Demand continues to grow for pole- 
type jobs for dairy and beef cattle | 
pole barns, for machinery storage, in | 
fact for scores of farm and small 
industrial operations. 

Jobs put up with Long-Bell Pressure- 
Treated poles last longer, look better, 


sell easier . . 
in your pocket. 
Manufacturers of these other 
‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS * POLES «+ PILING 
LUMBER * CROSS ARMS « TIES 
WOLMANIZED® DOUGiAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 
629 W. Bidg. 
Houston, Texas 


209 Phildor Bidg. 
Dallas, Texas 


P.O. Box 192 
DeRidder, La. 


410 T&P Pass. 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bidg. 
San Antonio, Texas 


Leonhardt Bidg. 
Okla. City, Okla. 


1) There Is No Substitute 
For The L-B Brand 





INTERNATIONAL PAPER COMPANY 


DIVISION 
KANSAS CITY,MO. + LONGVIEW, WASH. 
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. and put more profit | 
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DEALER NEWS 





LOUISIANA 


DODSON: Payne Brothers Lumber 
Co., Inc., has been granted a charter 
of incorporation. 


LAKE CHARLES: Charter of in- 
corporation has been granted to the 
McCoy Lumber Co. at 1808 Elm 
Street. 


PATTERSON: Fire destroyed the 
Vinning Lumber and Supply Co. 
buildings here recently. 


NATCHITOCHES: Almond’s Lum- 
ber and Supply Co., Inc., has been 
reorganized. Officers include Reno 
A. Almond Jr., president, H. H. 
Bodenhamer, vice-president, and 
Huey Rachel, secretary-treasurer. 


MORGAN CITY: Mr. and Mrs. 
Huey Crappell were hosts to 350 
guests recently to celebrate the ex- 
pansion of the Huey Crappell Build- 
ing and Supply on Highway 90 here. 


FLORIDA 


TALLAHASSEE: Pichard Broth- 
ers, Inc., recently opened new show- 
rooms at 709 West Gaines Street 
here in front of their old store. The 
Tallahassee lumber firm is under 
the new management of George Hull, 
a veteran in the lumber and build- 
ing supply business in north Florida 
and south Georgia. 


MIAMI: Frank J. Salichs, vice- 
president in charge of purchasing 
of Maule Industries, Inc., recently 
was elected to the board of directors 
of this large building supply firm. 
Salichs has been with the Florida 
company since 1955, coming from 
New York. 


Maule Industries, Inc., recently 
became one of only four Florida 
firms to be listed on the American 
Stock Exchange board. Sales and 
executive offices for this hard ma- 
terials distributor are at 5220 Bis- 
cayne Boulevard in Miami. 


ALABAMA 


PHENIX CITY: John O. Bryant, 
manager of the Snellings Lumber 
Co. here, has been elected to mem- 
bership on the Phenix City School 
Board. He was chairman of Phenix 
City’s Citizens Committee for 
Schools, which was formed to study 
local school problems and make 
recommendations to the _ school 
board. 


WEST VIRGINIA 


ST. MARY’S: Ralph E. Hendricks, 
president of the Newport Lumber 
Co. here, has purchased the Swan 
Lumber Co. in Marietta, Ohio, across 
the Ohio river. A. M. Swan estab- 
lished the Marietta yard in 1913 and 
operated it until 1940. The new own- 
er plans to continue operation of the 
Newport yard and to expand the 
Swan company’s operations. : 


ARKANSAS 


PINE BLUFF: The McGehee Real- 
ty and Lumber Co. announces the 
association of Harry Lambert as 
office manager, and Carlyle Dockery 
and Dan Holland as real estate 
salesmen. 


TUCKERMAN: Fire of an unde- 
termined origin destroyed the build- 
ing of the Tuckerman Lumber Co. 
here recently. Harry K. Bjorkman 
was the owner. 


TEXAS 


PANHANDLE: The Panhandle 
Lumber Co. will close its yard here 
soon. Ewing Ohmart, local man- 
ager, will supervise the removal of 
inventory to Pampa and Borger. 


WHARTON: The Alamo Lumber 
Co. has demolished its former office 
and display room, to make way for 
a new, larger sales and office build- 
ing. 


SHERMAN: Fire of undetermined 
origin destroyed the Builders Prod- 
ucts Co. plant here. Manager Jack 
Simms said that the company will 
continue operations in an adjacent 
building. 


HOUSTON: The Wier Lumber Co. 
has been reorganized into four divi- 
sions in order to provide better 
service for its customers. In charge 
of the divisions are: Lumber, Ernest 
McKinney; Office, Mrs. C. G. Walker; 
Construction, James Sexton; and 
Real Estate Mortgage, R. O. Neid- 
hardt. The sales room has been re- 
modeled, with a special display of 
hardwood paneling. A drive-in win- 
dow has been installed as an added 
customer service. 


MARBLE FALLS: The W. F. & 
J. F. Barnes Lumber Co. has pur- 
chased a building adjoining the 
present structure. It will house a 
complete line of furniture as a new 
sales line for this building supply 
company. 
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DENISON: The Lingo - Leeper 
Lumber Co. recently observed its 
85th year in the lumber business 
with a gala “open house.” The first 
door prize was “85 Silver Dollars,” 
in celebration of the event. Yard- 
sticks and pencils were given to 
the men; rainbonnets to the ladies; 
and balloons and banks made the 
visiting children happy. 


KANSAS 


WELLINGTON: Harold Hamburg 
has been named manager of the 
Amsden Lumber Co. at 113 W. Lin- 
coln Avenue here. Leo T. Pryor, 
former manager, will take over a 
sales area and act as auditor for 
the company. 


DODGE CITY: Lowell E. Boldt, 
formerly of Chase, has joined the 
Isely Lumber Co. here as steel build- 
ing division manager. 


McPHERSON: Formal opening of 
the Seaberg Lumber Co. was held 
at 325 E. Elizabeth Street here re- 
cently. Harold Seaberg is owner and 
manager of the firm, which has five 
full-time employees. Formerly oper- 
ated as the Church Lumber Co., the 
building and yard have been com- 
pletely redecorated, and stocks of 
lumber and hardware have been 
greatly expanded. 


MISSOURI 


KENNETT: Robert Gitchell has 
been named manager of the E. C. 
Robinson Lumber Co. here. Gitchell 
was formerly associated with the 
Huffman Brothers Lumber Co. at 
Steele. Nolan Draden has been 
named as assistant manager. 


CLINTON: Harold Alsop has been 
named manager of the Herrman 
Lumber Co. yard here. He replaces 
Max Campbell, who has accepted 
a position in Herrman’s main office 
at Springfield. 


KENNETT: John Osborn is the 
new manager of the Smith-Alsop 
Paint and Wallpaper store here. 
Osborn has been associated with the 
Smith-Alsop Co. for five years. He 
replaces Rolla Utley, who recently 
resigned to join the Malden Lumber 
Co. 


BURLINGTON JUNCTION: Own- 
ed by Mrs. Laura Copeland and Jack 
Kelley, the Atchison County Lum- 
ber Co. of Tarkio has purchased 
the Ferguson Lumber Co. here. 
Kelley, a former resident of Mary- 
ville, managed the Fullerton Lum- 
ber Co. here from about 1944 to 
1947. The new owners will handle 
a complete line of building mate- 
rials, including ready-mixed con- 
crete. 
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MISSISSIPPI 


PEARL: Ranklin Building Mate- 
rials has been granted a charter of 


incorporation. 


JACKSON: Tom Bryan has been 
appointed manager of the Evans 
Lumber Co.’s television and appli- 
ance store by J. M. Evans, presi- 
dent. Bryan has been salesman for 


some of Jackson’s largest applianc« 
dealerships. 


LEXINGTON: Charter of incor- 
poration has been granted the Lake- 


view Ready-Mix Concrete, Inc. 








OKLAHOMA 


GUYMON: Fire destroyed the 
Guymon Lumber Co. yard here 
recently at an estimated $50,000 
damage to buildings. A short-circuit 
in a saw shed is thought to have 
been the origin of the fire. The own- 
ers, William Bartlett of Canadian, 
Tex., and James Bartlett of Clinton, 
have announced that new buildings 
soon will be constructed. 


HOBART: C. E. Budd, for 10 
years manager of the Hobart Lum- 
ber Co., has gone into the grocery 
business. 





Another good reason why it pays to be a| | Dickey) Dealer 
“ Mg 





38 miles of loaded trucks or box-cars 


It would take 4800 trucks or box-cars...38 miles of 
them...to carry just the Dickey Perma-Line”* Pipe sold 
last year by Dickey Dealers. This is the second time 
Dickey Dealers have sold more than 16,000,000 feet of 
Dickey Pipe in a single year. In addition, Dickey Deal- 
ers sold hundreds of additional loads of other Dickey 
clay products such as flue lining, wall coping, septic 
tanks and drain tile. Their sales of Dickey Pipe and 
Dickey Products have increased steadily since 1950, 
No wonder...it pays to be a Dickey Dealer. 


*Registered Trademark 





Providing improved sanitation for better living 


sanitary 
ICKEY 3:2 
clay pipe 
Ww. S. DICK EY CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., Kansas City, Mo., Meridian, Miss, 
St, Louis, Mo, 


San Antonio, Tex. Texarkana, Tex,-Ark, 


If it's made of clay it's good...if it's made by Dickey it's better 





For more details on above items, use Coupon on Page 34 
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ZEGERS 
| Qheraaedl 


Provides the Most Effective 
All-Weather Protection! 














A “quality-built” house 
sells and Zegers Dura-seal 
provides visible and workable 
evidence of quality construc- 
tion. It provides the best protection against 
cold, dust, draft, dirt, assures quiet, 
smooth “one-finger” window operation 
and lifetime trouble-free performance. 
Home buyers look for this kind of quality. 
See for yourself what a big difference it 
makes in home sales and profits. Here are 
just some of Dura-seal’s outstanding fea- 
tures: 










Self-Adjusting Jamb 
Member has a 





back surface providing 
flexibility that main- 
= tains a constant air 
seal and smooth win- 
dow operation under 
all conditions. 





Spring and Friction 
Provide Weather Pro- 
tection and Easy Oper- 
ation. Springs lift the 
window and friction of 
the jamb housing 
holds it at any desired 
position. 


ZEGERS HELPS 
YOU SELL WITH 


¢ Advertising in LIFE Magazine 

« Zegers’ Booklet ‘What Every 
Home Buyer Should Know 
About Windows” 

« Attention Getting Display 
Cards 

« Window Stickers 

- “Zegers Dura-seal"’ Embossed 
on the Parting Stop of the 
Equipment 


| 
; 


Write today for complete information! 


INCORPORATED 
8090 So. Chicago Ave., Chicago 17, Ill. 


od 


For more details on above items, use Coupon on Page 34 





GEORGIA 


ATLANTA: Ken Freeman has suc- 
ceeded John Carswell as purchasing 
agent for Randall Brothers, Inc., 
here. A former building-supply ter- 
ritory salesman for Randall, Cars- 
well has returned to his “first love” 
as salesman in south Georgia for 
the Steel City Lumber Co. of Bir- 
mingham, with Macon as_head- 
quarters. Executive Vice-President 
Welborn Persons said that purchas- 
ing of some lumber, hardware, and 
paint for Randall Brothers would be 
handled by department heads, with 
Freeman as_ central purchasing 
agent. Freeman formerly was as- 
sistant purchasing agent. 





OBITUARIES 





F. E. FAULKNER, 68. President of 
a Lexington, Ky., building supply 
firm and former city commissioner. 


CARLYLE LORETZ MARSHALL, 
81. President, Marshall Brothers 
Lumber Co., Johnson City, Tenn., 
and former Republican chairman for 
the First Congressional district. 


JUDSON GORDON GRAY, 57. 
Chanute lumber dealer for 25 years, 
and partner in the Gray Lumber 
Co., Chanute, Kan. 


CARTER T. GENNETT, 42. Part- 
owner of the Gennett Lumber Co., 
of Asheville, N. C. He died while 
on a hunting trip in northwest 
Wyoming. 


R. E. HUDSON, 64. Partner in the 
Hudson Lumber Co., Coldwater, 
Miss. 


J. B. LEATHERMAN, 75. Owner of 
the J. B. Leatherman Lumber Co. 
of Lake Village, Ark. 


JAMES E. HURLEY, 55. Former 
sales manager of Southern Lumber 
Co. He recently had been associated 
with his son in the Hurley Equip- 
ment Co. at Warren, Ark. 


W. B. KENNEDY JR., 47. President 
of the T. H. Rogers Lumber Co., 
Oklahoma City, Okla., and a direc- 
tor of the City National Bank of 
that city. 


EARL A. SHAW, 69. Co-owner of 
the Home Building and Material Co. 


CHARLES E. DEVLIN, 50. Manag- 
ing director of the National Plywood 
Distributors Assn., Portland, Ore. 


HELPFUL LITERATURE 





BATCHING PLANTS. A _ 12-page 
catalog giving specifications for each 
of L. O. Gregory’s standard cement 
and aggregate batching plants has 
just been published. Also described 
are such Gregco plant features as 
unit construction and flush mount- 
ing. The back cover illustrates in- 
stallations of batching plants for 
road builders, ready-mix plants, 
block plants, pre-stressed plants, and 
pipe plants. L. O. Gregory Eng‘neer- 
ing, Dept. SBS, 2697 Barron Avenue, 
Memphis, Tenn. 


PLASTIC-LAMINATE CHOICES. A 
special file folder for architects il- 
lustrates the wide range of colors 
and patterns in the Nevamar line 
of high-pressure laminates. It pro- 
vides basic facts about Nevamar 
sizes and thicknesses, application, 
heat resistance, maintenance, and 
care. Nevamar and NEMA standards 
for decorative thermosetting lami- 
nates are compared. National Plastic 
Co., Dept. SBS, Odenton, Md. 


ELECTRIC HEATERS. A full-color 
catalog has been issued by Electro- 
mode on its complete line of electric 
heaters and heating systems for the 
home. The catalog contains many 
interesting facts about electric heat- 
ing and the Electromode exclusive 


safety feature. Ask for Catalog EC- 
199 from Electromode Division, Com- 
mercial Controls Corp., Dept. SBS, 
Rochester 3, New York. 


JALOUSIE DOORS. “America’s 
Most Popular Jalousie” shows and 
describes construction, installation, 
and weather protection of the Jal- 
Door. Jalousie folder is available 
from Arnold Altex Aluminum Co., 
Dept. SBS, 6721 N.W. 36th Avenue, 
Miami, Fla. 


RED CEDAR LUMBER. A 36-page 
booklet that completely covers West- 
ern red cedar, its grades and uses, 
is now available from the West 
Coast Lumbermen’s Assn., Dept. 
SBS, 1410 S.W. Morrison, Portland 
5, Ore. This illustrated booklet in- 
cludes replicas of grade stamps, con- 
version tables, recommended nailing 
practices, and roof decking spans. 


STEEL-DOOR STANDARDS. Three 
Commercial Standards for Steel 
Doors have been issued by the 
Commodity Standards Division of 
the U. S. Department of Commerce. 
Their titles and numbers are CS211- 
57, Flush-Type Interior Steel Doors 
and Frames; CS212-57, Steel Slid- 
ing Closet Door and Frame Units; 
and CS213-57, Steel Knockdown 
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Sliding Closet Door Units (for Wood 
Frame Installation). The standards 
cover kinds and thickness of ma- 
terial, sizes, general construction 
and hardware requirements. Print- 
ed copies may be obtained for 10 
cents per copy from the Superin- 
tendent of Documents, Government 
Printing Office, Dept. SBS, Wash- 
ington, D. C. 


WESTERN PINE. A _ new folder, 
“Timber,” tells the story of Western 
Pine region trees and forests. Plan- 
ned especially for schools, the book- 
let explains and illustrates how to 
identify the 10 commercial timber 
species of the region. It also reports 
latest statistics on the timber supply 
and lumber production of this re- 
gion. Western Pine Association, Dept. 
SBS, Yeon Building, Portland 4, Ore. 


ALUMINUM LADDERS. A catalog 
offered by the Louisville Ladder Co. 
illustrates their line of aluminum 
ladders. It gives complete specifica- 
tions, models, and parts. Louisville 
Ladder Co., Dept. SBS, 1101 West 
Oak Street, Louisville, Ky. 


Helpful New Books 


Estimating Handbook 


“Estimating General Construc- 
tion Costs” is an estimating hand- 
book that provides an accurate, 
foolproof method of estimating all 
direct production costs in earth- 
work, reinforced concrete work, 
structural steel work, and carpentry. 
It contains over 160 tables and a 
complete set of checklists and sam- 
ple estimating forms. 

This handbook was developed by 
Louis Dallavia in 22 years of esti- 
mating research while serving as 
a general contractor and construc- 
tion estimator. He studied at the 
University of Minnesota and the 
University of Houston, and now 
heads his own estimating and con- 
tracting firm in Houston, Texas. 

The key to Dallavia’s estimating 
system lies in finding your produc- 
tivity percentage and applying it 
against just three tables to deter- 
mine your shift cost, range output, 
and unit cost. Simple arithmetic 
will provide the total direct cost for 
any general construction job, once 
the unit costs are determined for 
each operation. In his production 
range index, Dallavia includes low, 
average, and high efficiency, under 
various conditions, for these pro- 
duction elements: general economy, 
amount of work, labor, supervision, 
job conditions, weather, equipment, 
and delays. 

Containing 197 pages full of esti- 
mating data and aids, the second 
edition of “Estimating General Con- 
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struction Costs,” is available for 
$8.50 a copy from the F. W. Dodge 
Corp, Book Dept. SBS, 119 West 
40th Street, New York 18, N. Y 


Pole-Type Buildings 


“How to Design Pole-Type Build- 
ings” is the title of a new hand- 
book by Donald Patterson, veteran 
structural engineer and pole-type 
construction authority of Detroit, 
Mich. In this 68-page engineering 
guide he presents time-tested design 
procedures for proportioning struc- 
tural members of pole-type build- 
ings of all sizes, kinds, and uses 


Twelve carefully selected pole- 
type buildings are illustrated and 
described. Accompanying line draw- 
ings show usable construction de- 
tails. These include S. C., Tenn., and 
Calif. warehouses; Mo. lumber shed; 
Md., Kan., and Wis. livestock pavil- 


ions; NN; 'C.,: Oma, Wak, Now 
and Ore. barns. 
Typical pole-type building de- 


signs and embedment and preserva- 
tive-treatment data are completely 
and clearly presented. 

“How to Design Pole-Type Build- 
ings” costs $1.50 a copy from the 
American Wood Preservers Insti- 
tute, Dept. SBS, 111 W. Washington 
Street, Chicago 2, IIl. 





FOR SALES THAT SATISFY BUILDERS AND BUYERS 


Sol) Majestic 


FIREPLACE EQUIPMENT 












Majestic / cast \RON and STEEL DAMPERS 





Majestic / universal SMOKE DOME 


Sales and home fires both look brighter with Majestic products. 
This heavy gauge steel smoke dome, with built-in damper, 
solves construction and draft problems in multiple or single 
opening fireplaces. Scientifically proportioned, simplifies ma- 
sonry, eliminates guesswork, guards against smoking. 


© Solid, seam-welded construction 
@ Unbreakable steel valve plate 

@ Perfectly proportioned design 

@ Available in 7 different sizes 

© Integral lintel saves masonry time 


Profit-Making Majestic dampers sell well and stay sold be- @ Poker type or rotary face control 
cause of their perfect, smoke-free operation. Heat-engineered @ Break-proof steel valve plate 


for correct draft at all times. Built for exact fit and tight 


closing, they install easily and economically. To assure your @ 18 different sizes available 
customers and yourself greater damper value—order Majestic! @ Integral lintel saves masonry time 


1h) Majestic... In 


For more details on above items, use Coupon on Page 34 65 





Write for full details — 
., 414-E Erie Street, Huntington, Ind. 











© Heavy steel or cast iron body and flange 





STAPLE PROFITS 
(Continued from page 25) 


excellent tool for laying roofing 
paper or applying insulation. Tools 
and staples for picture were loan- 
ed to S-B-S by Bostitch. 

Promotion of these staplers, 
stapling hammers and tackers is 
presently reaping solid profits for 
many dealers throughout the 
South. Myriad Do-It-Yourselfers 
have proved to be these dealers’ 
most enthusiastic customers, after 
they are made aware of the vari- 
ety of jobs such tools can do for 
them. 

The biggest impetus for build- 
ing supply dealers to stock sta- 
plers and related gun tackers prob- 
ably occurred around 1950 to meet 
a rising demand from people tak- 
ing a shine to ceiling tile and ap- 
pearing suddenly to develop a 
knack of installing it themselves 
in their homes. 

Earlier, most ceiling tile had 
been glued into position, a type 
of installation which later proved 
insufficient, once the ravages of 
time, heat, and persistent humid- 


ity began affecting the glue and 
loosened the tile. So, stapler man- 
ufacturers called on ceiling-tile 
manufacturers to convince them 
that the logical method to keep 
the stuff on the ceiling, without 
hammering it to pieces with nails, 
was to staple it there. 

Thus evolved today’s high-pow- 
ered compression gun-tacker. With 
one-hand operation, it accurately 
shoots sturdy staples into ceiling 
tile and safely anchors it to the 
framing without hammer-marks 
or even visible wear-and-tear on 
the professional or amateur in- 
staller. 

A cursory glance among ad- 
vertisements of S-B-S, as well as 
other leading building - supply 
Magazines, can verify that the 
ceiling-tile and stapler industries 
have become so dependently in- 
tertwined that promotional mate- 
rials from one often carry a prod- 
uct endorsement from the other. 

Across the Southland, scores of 
dealers are wringing profits out of 
building staples and stapling tools. 
Among them is the Long-Wall 
Company of York, Alabama. Ac- 
cording to Manager M. L. Mc- 
Lemore, this retail firm began 


stocking staplers and tackers back 
in 1950, predominantly for the 
ceiling-tile installers. 

“These stapling machines were 
peak-sellers from the start,” he 
recalled. “And for those customers 
not wanting to buy the things, we 
worked out a rental arrangement 
which also continues to thrive.” 

The stapling machines and their 
multiple uses are promoted in 
wall and counter displays by 
Long-Wall. They prompt frequent 
sales of related building materials. 

Like Long-Wall, many dealers 
offer staplers and tackers on loan 
basis to customers buying sup- 
plies from them. In such cases, 
the machines ordinarily are grant- 
ed free for five days. Thereafter, 
a nominal 50c-per-day charge is 
made. 

Since it tacks in a small space 
where other-type machines can 
not operate, the gun-tacker spec- 
ified for ceiling-tile installation 
has become an invaluable tool 
also for fastening telephone wires 
to wall molding, assembling insect 
screens, and applying insulation. 

In applications where speed and 
ease-of-operation are more im- 
portant than accurate _ staple- 





Save time, money; make more sales! 


The “Building Tailor” 
Service is a low-cost, 
proven Advertising Sys- 
tem designed for the 
Building Material Mer- 
chant. Get full details 
free! 


WRITE TO R. A. Parker, 
BUILDING TAILOR SERVICE 
Box 388, Ponca City, Okla. 





IS your ADVERTISING effective? 


“BUILDING 
TAILOR” 









In the January issue, SOUTHERN 
BUILDING SUPPLIES will bring you 
the low-down on these subjects: 


1. CASH & CARRY — Pro and Con among South- 
ern building material dealers. 

2. JUNIOR ACHIEVEMENT — an educational 
opportunity for private business. 

3. 1958 DEALER CONVENTIONS — what you 
can get out of them. 
FLAG S-B-S IN JANUARY AND READ THESE 




















Why S-B-S Suits Building Suppliers 


DECLARES BERNARD L. GLAZER, office manager of the Maryland 
Lumber Company, 50-year-old Baltimore building supply firm: 


“SOUTHERN BUILDING SUPPLIES is my favorite trade magazine. 
I have read it ever since it began publication in 1946 — first while 
I was connected with the Central Building Supply Company, whole- 
salers, and recently with the Maryland Supply Company, retailers and 
architectural millwork specialists. S-B-S is easy to read and always has 
helpful information on new products and on new merchandising and 
management developments among our neighbors in the South. S-B-S 
is growing with our industry — and serving it well.” 
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placement, the hammer - type 
tacker is recommended by most 
dealers. And the man faced with 
a job of installing reflective in- 
sulation in his attic, for example, 
would fare best with this type 
tacker. 

A single one-hand blow drives 
staples, like two-pointed tacks, 
into position. Little effort is nec- 
essary, as the accelerated driver 
multiplies the blow. The ham- 
mer-type tacker with each blow 
drives a staple into hard wood 
or through light metal. Usable at 
arm’s length, it will apply metal 
lath to studding, felt covering for 
built-up tar and gravel roofs, or 
even lay shingles on side walls. 

Installations with one manu- 
facturer’s heavy-duty staples and 
hammer have recently received 
the approval of the Federal Hous- 
ing Administration. 

So-called strike tackers — a 
two-hand tacker operated by 
striking a rubber plunger knob 
on top — speed-up and simplify 
tacking jobs where’ two-hand 
operation is not objectionable. 
Such jobs include those where 
material being fastened is held 
in place by a jig or fixture. Deal- 
ers recommend this type opera- 
tion for fastening plywood draw- 
er bottoms, with staples driven 
accurately, even countersunk, and 
with uniform positioning control- 
led by a guide attached to the 
machine bottom. 

One Atlanta, Ga., building sup- 
ply dealer quoted a roofing con- 
tractor who maintained that, with 
hammer and nails, his best time 
in applying shingles had been six 
squares in eight hours. Switching 
to a stapling hammer, this con- 
tractor found that he could lay 
two squares an hour, 16 against 
six squares of roofing in the same 
time required by the old method. 
He was also gratified with the 
minimizing of physical _ effort 
which the tool, requiring less 
crouching and_ bending, had 
awarded his workers. 

A realty official bought stapling 
hammers from the same dealer. 
He testified that his workmen, 
using these hammers, had shin- 
gled a roof in half the time that 
it took the same number of men 
to shingle another roof of the same 
shape and area. This, the Atlanta 
dealer emphasized, reduced the 
company’s overhead and _ insur- 
ance substantially more _ than 
enough to pay for the staples. 

Yes, there’s money to be had 
in the sale, rental, and even free 
loa: of staplers and tackers! 


Housing Design Trends 
to Be Aired in Illinois 


Guidelines for building houses 
in 1958 will be presented at the 
Small Homes Council’s 13th an- 
nual short course in residential 
construction at the University of 
Illinois in Champaign, January 
15-16. 

The two-day session is conduct- 
ed annually on the University 
campus for builders, architects, 
contractors, and other persons in 
the building industry. Most effi- 
cient and economical designs, con- 
struction methods, and materials 
for houses to be built within the 
next year will be discussed by 
council members. 

Emphasis will be placed on the 
house silhouette (shape and num- 
ber of levels), on economical roof 
spans and framing methods, ori- 
entation of the house on the lot, 
use of space inside, air-condition- 
ing, insulation, sheathing prac- 
tices, use of wall panels and nail- 
glued roof trusses, gable-end ven- 
tilators, and design. 


RESEARCH HOUSE 
(Continued from page 30) 


This more than offset the cost of 
one 2x4 around the perimeter. 

The component method of con- 
struction received another boost 
with the use of a soffit of Masonite 
perforated hardboard, coupled 
with a self-ventilating version of 
Shadow Vent siding on the gable 
ends. The soffit is ribbed like the 
siding and the holes are between 
the ribs. The clips on the gable- 
end Shadow Vent are perforated 
to allow an unusual quantity of 
free air through the truss space. 

The window panels utilize 1x4 
studs, making the mullion between 
pairs of windows thinner and al- 
lowing more glass area in the 4’ 
panel. In the interests of research, 
Montgomery County building of- 
ficials consented to this use of 
the 1x4. The header was strength- 
ened with the use of %” plywood 
and spanned the 8’ double win- 
dows. 

The aluminum awning windows 
are screwed on to the outside face 
of the studs, eliminating trim. This 
greatly simplifies window instal- 
lation and reduces over-all win- 
dow cost. 

Along with the wall panels, the 
Lu-Re-Co glue-nailed king-post 


SOUTHERN BUILDING SUPPLIES for DECEMBER, 1957 


roof trusses were fabricated in a 
local Lu-Re-Co lumber yard from 
2x6 stock and %” plywood gus- 
sets. The trusses have 2/12 pitch 
and a 32’8” span. They are toe- 
nailed to the header with two 
3%” Screwtite nails and one Trip- 
L-Grip fastener at each end. In 
this 1,300-square-foot house, this 
truss span allows more space to 
be enclosed per unit of wall area. 

The trusses were installed in 
four hours by two carpenters and 
two laborers. The roofing mate- 
rial, developed by Du Pont, will 
ultimately result in a _ one-coat 
roofing spray. The plywood sheath- 
ing was treated with two coats of 
neoprene plastic at the Du Pont 
factory. The final coat of Hypalon 
paint was applied on the house 
after the V-joints were sealed 
with neoprene calking compound 
and the vents were placed and 
flashed. 

The use of larger sheets of 
sheathing to minimize joints 
would be indicated — but the 
thin-surface treatment itself is 
expected to last up to 20 years. 

The interior non-loadbearing 
partitions primarily consist of the 
Masonite Duowall system. These 
are 2’x8’ hollow -core, pre - cut 
panels with %” tempered hard- 
board faces and slotted steel 
splines from floor to ceiling at the 
intersections. 

These splines receive a variety 
of Adjust-A-Bilt accessories made 
by the L. A. Darling Company and 
distributed by Masonite. These are 
in the form of shelves, drawer 
units, magazine racks, towel bars, 
etc., and can be located anywhere 
along the spline. The most suc- 
cessful use appears to be in closets 
where height and type of attach- 
ments can be varied to suit the 
bedroom occupant. Usable on both 
sides, these 2”-thick space-saving 
panels received a variety of dur- 
able maintenance-free coverings 
throughout the house. 

Consumer and builder accept- 
ance and field evaluation of the 
new materials, equipment, and 
design are a major part of this 
research program. The house will 
be sold with the provision that, 
periodically, the NAHB Research 
Institute and representatives of 
participating manufacturers can 
inspect their products and get 
owner reactions to the various 
components and materials. 

The continued cooperation of the 
housing research agencies and the 
research and development staffs of 
progressive manufacturers prom- 
ises more building progress. 
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SETTER FASTEMINGS FOR EVERY PURPOSE 


tronghold’ | 


ANNULAR THREAD — HARDENED STEEL 


HARDBOARD 





1” x .058 


NAILS ..i.0., 


For Applying Interior Hardboard 


High carbon steel, : 
heat treated and tem- 
pered to drive without 
bending. Scientifically \\, 
engineered threads 
“lock” with wood 4) 
fibres; hold nails tight, 
prevent “popping.” 
Tiny head practically 
invisible when driven. 
Also in Ivory baked 
lacquer finish. 
1” x .058 for “se” or 
Ys" Hardboards. ay 


"Daves ibe A Nut... Molds <Lihe A Saw! 


ASK YOUR DEALER OR DISTRIBUTOR for 
STRONGHOLD Hardboard Nails by name. 
Don’t accept substitutes. Write us for samples. 
Made only by 

INDEPENDENT NAIL & PACKING CO. 

Pioneer Developers and Largest Manutacturers of Threaded Nails 
BRIDGEWATER, MASSACHUSETTS 
© Copyright | N & P Co 1957 Trade Marks Reg. U. S Pat. Off. 




























( Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL-NOT SHRINK SELLS BETTER because 
STICKS AND STAYS py it WORKS BETTER. 
' CJ 


















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 

t profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see gS sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb, cans to case. Keep some of each on dis- 
ce. Available in 25, 50, 100-lb. drums for 
dustrial users. Order from your jobber. 


























The PLASTIC Repair Material 
in POWDER Form 
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Brand-Name Promotion 


(Continued from page 27) 


Magazines and see advertised on 
television programs. 

“We figured that part of the 
market was ready-made for us 
with such well-known and repu- 
table merchandise,’’ General Man- 
ager James Strong told S-B-S, 
“and that we could establish our- 
selves as ‘Brand-Name Headquar- 
ters’ through tie-in and coopera- 
tive advertising. The last five years 
have proved our theory to be 
correct. We have shown a con- 
stant increase in floor traffic and 
volume, and we have customers 
ask for nationally-advertised mer- 
chandise not promoted locally. 
This indicates that when they 
want a brand-name product, they 
think of us first.” 

Merchandise and_ advertising 
are geared to seasonal promotions 
— spring, summer, fall, winter — 
with spring and fall, culminating 
in Christmas, receiving the big- 
gest advertising and promotion 
allotment. But the main factor in 
the outstanding success of the 
firm’s advertising program is the 
store atmosphere and the window 
dressings, tied in with current 
advertising to obtain the greatest 
pull. 

Newspaper advertising is con- 
tracted on a yearly basis, which 
allots a minimum quarter-page 
space per week. 

Last year, the firm promoted 
DuPont paint in a cooperative 
venture with the manufacturer, 
tripling its minimum amount of 
newspaper space. The special pro- 
motion had to do with a $l-per- 
gallon reduction on one type of 
paint. The effectiveness of the pro- 
gram was evident when customers 
bought the nationally-advertised 
paint, even though a second-grade 
paint was available at a lower 
price. 

In last year’s Christmas promo- 
tion, a one-page advertisement 
in the local daily was run, in 
addition to regular space. A fac- 
tory-prepared TV advertisement, 
following a newscast, was also 
utilized. Results were highly sat- 
isfactory, Strong said. 

The Strong Bros. Lumber Com- 
pany operates in one of the most 
highly competitive areas in the 
country. Nine modern lumber 
yards compete in Jefferson City, 
a city of only 35,000 population. 

The company used a check-list 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 








RATES : 
$.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy te: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 





REPRESENTATIVE WANTED 








SALESMEN — SCREEN DOORS 


Live wires in all territories to sell a hot 
selling “All-aluminum” screen door com- 
plete with hardware as low as $13.72. Rep- 
resentatives who mean business can clean 
up fast. Full co-operation and territorial 
protection on reorders; highest commissions. 
Write us about your operations. 
FLORIDA WINDOWS, INC. 
P. O. Box 425, Hollywood, Florida 








MANUFACTURERS REPRESENTATIVES 


Sell line roofing fe't, red bui'ding paper, 
slaters felt, roofing compounds to whole- 
salers and retailers on commission basis, 
for manufacturer. All Southern territories 
now open. Send fuil data on your opera- 
tions please, when replying. Box No. 88, 














SOUTHERN BUILDING SUPPLIES, 806 
Peachtree St., N. E., Atlanta 8, Georgia. 
FOR SALE 








For quick sale, well established going wholesale 
lumber business: personnel available if desired, 
good mill connections. Address 

I. R. Palmer 

P. O. Box 1326 

Houston, Texas 
for information or appointment. 





SOUTHERN 


in its fall campaign under the 
heading of “Will You Be Ready 
For Winter?” It suggested check- 
ing homes for such needs as foun- 
dation - wall repairs, brickwork 
tuckpointing, storm window and 
gutter installation, weatherstrip- 
ping, and additional items. Other 
building service firms that were 
non-competitive were likewise in- 
cluded. 

Check - spaces, for instance, 
were provided for furnace and 
filters and for plumbing, with the 
customer advised to call his 
plumber and heating men for such 
periodic inspections. This proved 
ideal in promoting good relations 
among allied trades, and the idea 
was to be expanded this year. 
According to Strong, the check- 
list will become a permanent fea- 
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HIGH CLASS 
REDWOOD 


Right 






from the 
redwood 
country 






. right for size, right for grade, 
Hobbs Wall has 
stood for the best in redwood for 


right for price! 


over 90 years. 


For the name of your nearest Hobbs 
Wall wholesaler or commission man, 


write or wire us now. 


HOBBS WALL 
LUMBER CO. 







Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 + Teletype SF-761 
Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 





A CRA Mill 
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ture in future fall campaigns. 

Strong Bros. do not promote 
“cats and dogs” in advertising, 
although, through store displays 
and special word-of-mouth sell- 
ing, they regularly dispose of un- 
wanted merchandise, mill shorts, 
and similar items at reduced 
prices. For example, a supply of 
short 2x4’s was successfully sold 
by telling each contractor and 
carpenter-customer that such was 
on hand at a special price. 

“We do not use these items as 
leaders in our advertising because 
they do not fit into our over-all 
program of advertising brand- 
name merchandise,” Strong com- 
mented. “We believe that we 
should spend our advertising dol- 
lar to build up demand for na- 
tionally-advertised products stock- 
ed by us, and thus create a 
reputation for having that which 
is best known. Our experience is 
that this method builds a slow, 
but steady, increase in traffic, 
while promotion of unknown price 
specials builds traffic that drops 
off unless pepped up again with 
another sale.” 

Strong continued: 

“We have noted that the per- 
centage of customers asking for 
merchandise by brand name is 
increasing all the time. Sometimes 
a customer will confuse two na- 
tional brands, but we know which 
he’s asking for because it ties 
in with our advertising. Results 
have been so gratifying that we 
hesitate to change our methods.” 

Imitation is often the test of an 
idea. The check-list ad was so 
popular that other merchants used 
the idea for such things as cloth- 
ing, school, and related needs. An- 
other idea was used to coordinate 
newspaper and store promotion 
with the company’s. delivery 
trucks. Its regular fleet of con- 
ventional trucks offered no op- 
portunity to advertise. So a large 
panel truck was purchased, with 
signs painted on both sides to 
make it a rolling billboard. It 
was appropriately named the “cov- 
ered wagon” and a tag line of 
“all-weather delivery” was add- 
ed. Its signs, changed periodically, 
stress brand names, store delivery, 
and phone number. 

It is not uncommon for a cus- 
tomer to say: “I saw your rolling 
billboard on my street yesterday.” 





“READY - MIX” 














Actual photograph Ready Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a _ reasonable 
overall investment. 


Here are some typical dealer reports . . 
“our Binanbatch investment paid for 
itself in approximately one year”... 
“big increase in tie-in sales since 
handling Ready-Mix in our yard”... 
“We get additional business in our 
area because we sell Ready-Mix.” 


Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready 
Mix business! 
Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Haythorne 


Please send us details on the Binan- 
bateh for increasing over-all profits. 








Terre Haute, Ind. 


“Although most of our hauling Name SOC Cee cdivencdssesseresoossd ' 
is done by the larger trucks in : 
our fleet,” Strong said, “our big Fe ERE SOIR Ig oe PR ; 
‘Covered Wagon’ has proved its Ces. ae nagaces Zone ; 
worth by lending itself to seasonal Tea RENAME yr ' 
prOetaeene Cpmepengmes i er ie oe ' 

For more details on above items, use Coupon on Page 34 69 





Relaxation of Government | F 
Regulations will make 
some Quick Sales... 


Our Production and Inventories 
are normal assuring you of 


Rapid Service on Mixed Cars 


SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR +» WHITE FIR and 
INCENSE CEDAR PRODUCTS. 
Moulding + Glued Panels « Millwork 
available in mixed cars. 


All products shipped are precision 
made, carefully graded by experts a 
for customers satisfaction. Bes 

oe jhe 


The Ralph L. 5 


SMITH 


Lumber Company 


Mills at Anderson, Red Bluff, Castella, 
Wildwood, and Mt. Shasta, California 


Sales and General Office at Anderson, California 




















WHAT'S NEW 
in Building Trends 





New Way to Install Gypsum Board 


A new method of applying gypsum wallboard to 
framing members has been introduced by the United 
States Gypsum Company. Called the Adhesive-Nail- 
On system, it utilizes a rubber-resin compound, 
Sheetrock brand adhesive. 

The adhesive is applied to the face of all framing 
members by a calking-type gun, which lays down 








the proper sized bead, and speeds up wallboard in- 
stallation. This mastic-type adhesive tends to bridge 
minor framing irregularities and to minimize im- 
proper nailing. 

The improved system of wallboard installation 
reduces impact noises and provides top-quality wood 


Wing tee 
Fit ‘n’ Finish 
SHUTTERS 


frame construction. 


As more and more buyers are choosing interior 
shutters, the profitable line for dealers is proving 
to be Wing-Line Fit ’n’ Finish. Any size of 
shutter installation for windows, doors, screens 
and room dividers, can be made from stock 
panels, ready to stain or paint. Complete hard- 
ware kits available. 


FREE SHUTTER DISPLAY 


... With purchase of 20 most frequently used 
assortment Fit ’n’ Finish shutter panels. Retail 
value of shutters and hardware kits $146.75. 
Your cost only $94.50, with this attractive 
| “Sales Scenter” Display FREE. Complete in- 
structions with each order. ORDER TODAY! 


Liners Produce Varied Concrete Finishes 


An almost limitless variety of new textures and 
patterns for concrete surfaces has been made possible 
by the development of plastic and rubber form liners. 
The Portland Cement Association claims that these 
liners produce sharp, crisp patterns and a smooth 
slick surface that requires no clean-down, grinding, 
or finishing. 

The liners are used satisfactorily for facing con- 
crete block. They produce either a pattern for variety 
in wall surfaces, or a smooth, glossy surface much 
like glazed block. 

Both the plastic and rubber liners are relatively 
low in cost, need no form oil or bond breaker, and 
minimize finishing costs. No special concrete mixture 


“The Sam €A. Company, Yxc. 


5035 Willis Ave. Dalias 6, Texas is necessary to achieve good results, and both light- 


weight and heavyweight aggregates are suitable. 
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Textured or patterned liners can be used success- 
fully for horizontally pre-cast panels, but only the 
textured liners have been used in vertical cast-in- 
place construction. 


New Roofing Method with “Shingles” 


The Homasote Company has developed a new roof- 
ing method which requires no furring strips, no joint 
treatment, and no materials except 8’ x 8’ Homasote 
boards. 





chrome plated lever operator 


now easily adjusts for 


This “Hagerman 88” method covers a roof at the 
rate of %-hour per square. The over-all effect of 
the finished roof is of contemporary design. It is 
adaptable for almost any structure with a 4” pitch 
or more. 

The principle involved in this new method is the 
“diamond” placement of the 8’ x 8’ panels. The panels 
are cut in two diagonally and are nailed directly to 


the rafters. In the course of three steps, the panels 
are completed in an attractive diamond design. They 
overlap 5%”, affording complete weather protection. 
A detailed installation sheet is free from the 
Homasote Co., Dept. SBS, Trenton 3, N. J. 














TIGHTER CLOSURE 


Another good reason for recommending 


Vacol *XTRUDED ALUMINUM 
JALOUSIE WINDOWS \ 


OTHER | Sliding Glass Doors * Jalousie Doors * 
QUALITY Awning Windows * Screen Doors ° 
VACOL j Glass Panel Doors * Extruded Aluminum 
PRODUCTS Sheets for light construction. 
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Vacol , ANDERS=N 
/ VV. E. ANDERSON MFG. CO., INC. 


Bradenton, Florida 


Owensboro, Kentucky 
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Association mills 
manufacture 
redwood of 
superior quality 


the following mills produce 


and ship “CRA (RA) DRY (12) 
Certified DRY” redwood 


ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


GEORGIA-PACIFIC CORPORATION 
Hammond-California Redwood Division 
417 Montgomery St., San Francisco 6, Caiifornia 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 

3100 Russ Building, San Francisco 4, California 
UNION LUMBER COMPANY 

620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 








uv-r-Pok, Ine. 


Galvanized and Aluminum 


VENTILATORS 


@ PRIME COATED 


(Galvanized) 


e FHA APPROVED 


e HEAVY GAUGE 
METAL 


© WEATHER-PROOF 
@ EASILY INSTALLED 





RECESS TYPE 
one piece, 
nothing to 
assemble 


ROOF VENTS EAVE VENTS 


LOUV-R-PAK, INC. 


Write for name and address of your nearest Distributor. 


3629 E. FIRST ST. FORT WORTH, TEXAS 














THE FACTS RECOMMEND 


Dun O-wal. 
masonry reinforcement 





as a service to the building industry Dur-O-wal 
is happy to provide you with a fact file contain- 
ing the findings of an independent research 
study on masonry wall reinforcement. 


Dun-O-wal. 


Rigid Backbone of Steel For Every Masonry Wall 











Dur-O-wal Div., Cedar Rapids ‘ 
Block Co., CEDAR RAPIDS, 1A. DUR-O-WAL, Cedar Rapids, lowa 
Dur-O-wal Prod., Inc., Box 628, Please send Dur-O-wal file to 
SYRACUSE, N. Y. Dur-O-wal 

Div., Frontier Mfg. Co., Box 49, Name 
PHOENIX, ARIZ. Dur-O-wal 

Prod., Inc., 4500 E. Lombard St, Firm 
BALTIMORE, MD., Dur-O-woal 

of IIl., 119 N. River St., AURORA. Address. 
WL. Dur-O-wal Prod. of Ala., 

Inc., Box 5446, BIRMINGHAM, City 


‘ -O- LI 165 Utah a 
Seent, TeREDO “OHIO . Please furnish name of my nearest supplier [J 











Zone State 
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For rugged framing... 
suggest DOUGLAS FIR 


the nation’s first-line wood for structural purposes 
































f 


Write for FREE illustrated book 
about Douglas Fir to: 

WESTERN PINE ASSOCIATION, 
Dept. 704-K, Yeon Building, 
Portland 4, Oregon. 


DOUGLAS FIR-—for built-to-last framing. 
More than any other single property, the strength 
of Douglas Fir accounts for its large use volume. 
For beams, posts, stringers and other structural 


purposes, it is manufactured in stress grades 


designed for ready and predeterminable use to 


' 


sustain any given load. The straightness, stiffness ‘Western Pine Association 


and nail-holding power of Douglas Fir also add to 


standards of seasoning, grading and measurement 

[\ | Idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar - Douglar Fir + Larch 

: Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


! member mills manufacture these woods to high 


its excellence as a construction material. 


For interior trim, mouldings and millwork, 


Douglas Fir combines long-lasting service with 


pleasing appearance. 
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HOW TO MAKE A HOUSE BUYER A HOME OWNER 


House Buyers Warm Fast to the Attractive Lines and 
All Round Convenience of Ualco Residential Awnings 


Ualco Windows are Selling Houses Everywhere 


Sturdy aluminum construction ... permanent beauty, inside and out... 
lasting, effective weatherstripping . . . feather-touch control of full-range 
ventilation. These readily apparent advantages are helping to sell houses in 
every climate, in the hardest markets. Let Ualco, pre-sold to millions of 
home buyers, help sell for you. And count on Ualco’s ease of installation 


and lowest price to keep building costs in line. 


Residential Awning Window 


Immediate delivery from a well-stocked warehouse near you. 


(oi Cet) WAREHOUSE AND SALES OFFICES 


Southern Sash esa ea 


506 North Court St. Montgomery, Ala. 

SOUTHERN SASH OF NEW JERSEY 

Ye] (235 folate! Supply Co., Inc. 622 Pearl St. Elizabeth, N. J. 
SOUTHERN SASH OF FLORIDA 

SHEFFIELD, ALABAMA 1035 East 26th Hialeah, Flo. 

SOUTHERN SASH OF CALIFORNIA 

14923 Oxnard St. Van Nuys, Calif. 

SOUTHERN SASH OF CHIO 

1205 Liberty Ave., S.E. Canton, Ohio 














a : 
Once Upon a Time ceramic tile was hard to get .. . hard to sell . . . harder yet to install— 


worst of all, profits often got lost in the melee. BUT... 


Mr. Distributor A NEW DAY 


DAWNS ie CERAMIC TILE 
















































































Now over half of all ceramic tile is installed with the new adhesive, 
“stick-on” method. It’s quick, clean, and easy—so easy in fact that the “little lady” 
can do it all by herself. But regardless of who does the job, it’s now a “snap” with 
adhesive. There are big changes in tile delivery, too—MISCERAMIC ships promptly 


from a brand new centrally located, fully automated plant. 


MISCERAMIC supplies everything you need—dquality floor and wall tile— 
approved adhesive—all the tools---attractive matching accessories. MISCERAMIC 
backs up the goods with literature that turns tile into easy sales. Handsome 
brochures in full color present MISCERAMIC tile in a manner that’s hard to resist. 
Light, bright how-to-do-it booklets spell out and illustrate the easy new 


method of installation. 


Take your information from where you will—ceramic tile is the trend! Trade 
consensus predicts the market to at least double in the coming 12 to 18 months. 
Daily, ceramic tile in construction and in remodeling is hitting new highs. The 


do-it-yourself business in ceramic tile is booming. 


If your present floor and wall lines are resilient only, now is the profitable moment 
to move into ceramic, too. Protected distribution areas are yet available. 


Get the complete story on MISCERAMIC. 


Whisceramic Tile 
Clieweiliand, Mississippi 





